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ULY is past and gone and August 
with its sultry weather is upon 

It is the month of heat. 
The sun beats fiercely. upon the side- 
walks of the city and heat waves are 
reflected back into the faces of the 


us. 


pedestrians. August is the time 
when laundries do a rushing busi- 
ness, when cooling drinks are in ever- 
increasing demand and when the 
wise city dweller leaves for the 
mountains or the seashore. It may 
also be added that it is the time when 
the motorist spends as many hours 
as possible on the road in an en- 
deavor to eseape the suffocation of 
the city. * 

August sees the motoring season 
at its height.. Legions of campers 
and tourists are to be found en route 
throughout the land. Every evening 
witnesses a throng of cars leaving 
the city for cooler haunts along the 
country roads. Sundays see an end- 
less procession of auto enthusiasts 
heading for the beaches. In short, if 
the various months of the year had 
coats of arms it would be safe to say 
that we would find an automobile 
rampant upon the shield of August. 

With the touring season in full 
swing the mind naturally turns to 


Selling Accessories on a Quality Basis 


' Newspaper Advertising, Window Displays, Courtesy 
and Aggressive Salesmanship Bring Motorists 
to Geo. A. Engelhardt & Son of Chicago 


the cars themselves and the various 
supplies needed to keep them in run- 
ning condition. Tires are needed 
and there are a variety of accessories 





Editor’s Note.—Since this article 

was written word has been received 

of the untimely death of George A. 

Engelhardt, the head of the firm of 

Geo. A. Engelhardt & Son. A review 

= of Mr. Engelhardt’s life and activities 

= in the retail hardware business will 
£ be found elsewhere in this issue. 





which are well nigh indispensable to 
the automobile owner. All of these 
things must have some retail outlet 
to the ultimate consumers and the 
hardware store has come decidedly to 
the fore as accessory headquarters. 


Real Profits in Accessor:es 


One hardware store that*has made 
this line a real profit maker is the 
establishment of Geo. A. Engel- 
hardt & Son, Chicago, Ill. Chicago 
is a city of neighborhoods and this 
store is located in the center of a 
thickly populated Polish district. 
Approximately 90 per cent of the 
entire trade of this store is~ with 
Poles and they represent about 75 
per cent of the firm’s sales. So great 
is the business done with this nation- 
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ality alone that three of the firm’s 
salesmen speak the Polish language 
fluently. 

Milwaukee Avenue on which the 
store is located is one of the interest- 
ing streets of Chicago. It was 
formerly an old Indian trail leading 
to Fort Dearborn and has always 
been one of the principal roads enter- 
ing the city. It lies on a sort of bias 
when compared to the other streets 
of the city, but because of its im- 
portance as a gateway its direction 
has never been changed. A great 
number of auto trails leading out of 
Chicago are routed over Milwaukee 
Avenue, and there is a decidedly 
worth while tourist trade to be en- 
ticed by the show windows along the 
way. 

Naturally the avenue is a great 
gathering place as well as a shopping 
district. New trade is being con- 
stantly attracted and if the best of 
merchandise is sold it is only to be 
expected that these casual visitors 
will resolve themselves into perma- 
nent eustomers, 

Geo. A. Engelhardt & Son state 
that about 60 per cent of the tire and 
accessory business of the firm results 
from sales to Polish firms and in- 
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There are a good many different items in this accessory display of Geo, A. Engelhardt & Son of Chicago, and it’s safe to say that 
a prospective customer will see the article he is seeking here 


dividuals in the neighborhood. The 
balance is with tourists and tran- 
sients. Two methods are used to 
obtain the business. First of all the 
firm carries on a steady advertising 
campaign in the various Polish news- 
papers and features its line of tires 
and accessories in their columns. 
The display window is the other 
means of approach. The puiiteness 
of the salesman and aggressive mer- 
chandising methods serve to make 
good customers out of first time vis- 
itors, and also go a long way toward 
retaining the good will of the old 
customers. 

The window display shown here- 
with is typical of the firm. Very 
little is left to the imagination and 
the fact that the firm carries a full 
stock of accessories is impressed 


OY heat ee 
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upon the mind of the onlooker by 
reason of the wide range of articles 
shown. Although the window may 
appear somewhat congested there is 
no gainsaying the fact that it is an 
easy matter to pick out any indi- 
vidual item sought without the 
slightest bit of trouble. 

The other illustration shows the 
accessory department itself. The 
various items carried are arranged 
neatly on shelves within easy reach 
of the salesman. The stock of tires 
is carried in the rear and are neatly 
racked so that they do not rest upon 
the floor. 

The firm carries a stock of tires 
valued at approximately $15,000. 
Only one line of tires is handled and 
this is a line thoroughly reliable in 
every way and backed by the adjust- 


ment of the manufacturer. There 
is no complaint or loss of trade en- 
countered through these tires. 

Only accessories of real worth are 
featured. For instance, the store car- 
ries a very durable stop light which 
retails for $5. Gus Engelhardt be- 
lieves that his trade will be better 
customers if he sells them high qual- 
ity merchandise and he has picked 
out this particular accessory because 
he believes that it will give them 
much more satisfaction and worthy 
service than would a cheaper light. 
The firm carries all of the popular 
priced items and enjoys a good sale 
on them but quality and service are 
always in mind when a sale is made 
and the salesmen invariably endeav- 
or to induce the customers to get the 
most for their money that they can. 


The accessory department of the Engelhardt store is arranged in such a manner that a salesman can reach an object without 


delay. 


The various items are neatly arranged on shelves, while the tires are displayed on racks at the rear 
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From Paint Salesman to Hardware Merchant 


Eight Years Ago Sam Haszelbart Entered the Retail 
Business at Carrick, Pa., with $900 Stock 
Last Year His Sales Totalled $75,000 











AUTHORIZED DEALER 


Electric Ironer 





As the result of eight years of aggressive industry Sam Haszelbart now carries a stock 
valued at over $20,000 in this store and has set his 1922 sales mark at $100,000. 
the right is a likeness of Mr. Haszelbart 


fellow who used to call on hard- 

ware dealers and painters. He 
sold a good line of paint and acces- 
sories, and because he sold worth- 
while merchandise, he made many 
friends. He was wide awake, and by 
keeping his eyes and ears open he 
learned many things. He was a real 
booster. Wherever he found a suc- 
cessful hardware man, or painter, he 
tried to find out why the dealer was 
successful. When he found a dealer 
who was putting on a special sale, or 
who had some unusual selling idea, 
he made note of these things in his 
notebook. 

During his travels he told his cus- 
tomers about the advertising and 
selling stunts used by the other deal- 
ers, and as a result he was always a 
welcome visitor when he called upon 
his trade. 

One day he came upon a new hard- 
ware store in one of the suburbs of 


S* HASZELBART was a young 


Pittsburgh, Pa. The entire stock of 
goods which this new dealer had on 
his shelves did not amount to over 
$600. His first sale to this dealer 
amounted to $6. This small order 
consisted of an assortment of 
brushes, but the assortment was well 
arranged, and as a result when he 
called again he received additional 
orders. 

During the course of his work he 
began to think that he, too, would 
like to start a paint and hardware 
store, so he watched the progress of 
this new dealer, whose original in- 
vestment did not amount to over 
$600, and who had no knowledge of 
the hardware business at all. 


Hard Work and Courtesy 


As time went on, this man’s busi- 
ness grew, and with the growth of 
this business Sam’s orders became 
larger. He mentioned the success of 
this hardware dealer to some of his 


At 


friends, but they told him that the 
dealer was a “lucky fellow,” that his 
success was unusual and that it 
would be hard for anyone else to du- 
plicate. They told him that the 
dealer had no competition, and that 
his store was located in a thriving 
community, and because of these con- 
ditions business naturally drifted to 
him. Sam, however, had an idea that 
it was not all “luck,” and that there 
must be something else behind this 
unusual success. Personally, he 
thought it was hard work and 
courtesy. 

About this time he was transferred 
to another city, where, of course, he 
prospered again and made many more 
friends. 

Several years after, when Sam was 
on a visit to Pittsburgh he noticed a 
fine new hardware store on one of the 
busiest streets of the city. To his 
surprise and astonishment he recog- 
nized that the new store was being 
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operated by the little suburban dealer 
whom his friends had called “lucky.” 

Right then and there Sam got his 
big idea. He made a mental resolu- 
tion that if a hardware store could 
be operated successfully by someone 
else with a limited capital, and with- 
out very much knowledge but backed 
up with hard work, that &e, too, could 
do likewise. 


The New Stove 


He immediately went to his sales 
manager and told him that he was 
going to quit the paint business, and 
was going into the hardware busi- 
ness. The sales manager told him 
that he was making a mistake, and 
that the best future for him would 
undoubtedly be in the paint business. 
Sam, however, was determined, and 
in about two weeks Haszelbart’s 
Hardware Store was opened in a 
small room about 20 ft. square in Car- 
rick, Pa., his home town, which is a 
suburb of Pittsburgh. 

His original stock of goods 
amounted to about $900. That was 
eight years ago. To-day Sam Has- 
zelbart occupies his own new two- 
story building, which is 40 ft. wide 
and 120 ft. long, where his present 
stock of goods amounts to over $20,- 
000. He has also purchased a lot 
next to his building which will be 
used as a feed store and warehouse. 

Reasons for Success 

When Sam was asked to what he 
attributed his unusual success, he re- 
plied: 

“Sincerity helped. I tried to put 
myself in the customer’s place. 

“Service to me was more or less 
of a sales argument during my days 
on the road, but I began to realize 
what it really meant when I started 
in business for myself. I try to carry 
a complete stock of goods, and if I do 
not have what my customer wants, I 
will get it for him, and I have never 
yet failed to keep my promise.” 

Sam is thirty-nine years old now, 
and has made a wonderful success in 
eight short years. His original $900 
stock has grown to a large, well- 
stocked, modern hardware store. He 
did not borrow one single cent of ad- 
ditional capital, and to-day he dis- 
counts all of his bills. 

This year he sold eight tons of 


Old Guard for Lower Rates 


The Old Guard from its headquarters 
at Knoxville, Tenn., in a letter addressed 
to members, states that it has received 
a communication from Charles C. Mc- 
Chord, chairman of the Interstate Com- 
merce Commission at Washington, in 
which he says that he wil bring the 
recommendations made by that organi- 
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lawn grass seed of the highest qual- 
ity obtainable. He has the agency 
for a nationally advertised washing 
machine and is\ considered a “‘top- 
notch” dealer by this manufacturer. 
He sells hundreds of gas ranges each 
year, and carries a large stock of re- 
frigerators, builders’ hardware, elec- 
tric household appliances, house- 
furnishing goods, paint and general 
hardware. “A side line, which con- 
sisted of chicken feed and poultry 
supplies has grown into a business 
which in the future will require over 
one-half of the space in his new 
building. His total sales last year 
amounted to over $75,000, and this 
year he has set his mark at $100,000. 

He uses one auto truck and one 
horse and wagon for delivery, and 
has a staff of well-trained assistants. 

He has a complete list of the 10,- 
000 residents of his community, and 
the only advertising he does is to 
send a letter each month to the names 
on his mailing list. 


Some Sales Letters 


Here are samples of the letters 
which he has sent out this year 


“Ir You PLAN TO RAISE CHICKS 
THIS YEAR.” 


“DEAR FRIEND: 

“This letter is worth reading—if 
you are going to raise any poultry 
this spring. 

“If you want to be successful in 
your chick raising and can’t afford 
to stand heavy losses, you may thank 
us later for writing you. 

“This proposition of raising baby 
chicks successfully is a big one. It’s 
a life-time study, and we can’t tell it 
all in a short letter. 

“So, if you are interested, read 
every word of the inelosed circular. 
And read it a second time, if neces- 
sary, to get the message it contains. 
It tells you how to feed your baby 
chicks. 

“REMEMBER THIS: The loss of 
just a few chicks represents the dif- 
ference between the kind of feed I 
sell and the ordinary feed. And, if 
you lose half of your chicks you suf- 
fer a double loss—the actual loss of 
the chicks and the loss of time and 
opportunity. How much these losses 
really amount to you know as well as 
I do. 





zation in its efforts to secure lower pas- 
senger rates to the attention of his 
colleagues on the board. 


Rates on Wire Fencing 

Interstate Commerce 
sion, pending any action it may take 
regarding applications for relief from 


The Commis- 
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“Now read the circular. We will 
be waiting to serve you when you 
want the feed,’ 

Here is another typical sales pro- 
ducing letter: 

“DEAR FRIEND: 

“Why not have your floors smooth 
and beautiful instead of rough and 
unsightly? 

“Smooth—so they may easily be 
cleaned with a damp cloth and save 
time. 

“Reautiful—so they may be a 
source of pleasure to you instead of 
an. irritation. 

“We carry a floor paint which is 
an enamel paint of great hiding 
power and easy to apply, besides it 
dries hard enough to walk upon in 
from twelve to twenty-four hours. It 
will transform your floor into a 
thing of beauty, and will save scrub- 
bing. 

“A number of attractive colors to 
choose from and full directions for 
using. 

“Tf you are thinking of doing over 
your walls we have a beautiful, sani- 
tary and durable wall paint that can 
be washed, and it is easy to apply. 

“Comes in sixteen different shades 
and produces a soft, harmonious 
color, blending in with the decora- 
tions of each room, soft and pleasing 
to the eye because of its velvety 
finish. 

“Color cards and full information 
at our store without cost.’ ’ 

With these letters he incloses ad- 
vertising matter which is supplied to 
him by the manufacturers, and some- 
times has as high as ten inclosures go 
with each letter. 

Another reason for his success is 
his unusual collection methods. He 
has over 700 active accounts on his 
books, and when an account is more 
than sixty days old he sends one of 
his young ladies to call upon the de- 
linquent customer. This young lady 
is very courteous, and frequently not 
only succeeds in collecting the delin- 
quent account, but in selling the cus- 
tomer more goods. 

There is nothing unusual to Sam’s 
success. There are hundreds of other 
salesmen who carry grips, who have 
the same “bee in their bonnets,” but 
who lack the determination to “go 
thou and do likewise.” 


the long-and-short haul provision, has 
authorized rates on wire fencing east 
of the Mississippi River and south of 
the Ohio and Potomac rivers, the same 
as the rates in effect on special or man- 
ufactured iron, in the same territory. 
It is provided that the rates shall not 
exceed those to intermediate points. 
The minimum weight on wire fencings, 
fittings, posts, gates, etc., is 30,000 |b. 
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Kducating Customers in the 


James & Hawkins, Inc., of 
Jamaica, N. Y., Recently 
Held an Exposition at 
Which a Number of 
Manufacturers 
Conducted 

Exhibits in 

Charge of 

Salesmen 

from the 

Various 

Plants 


ERTAIN lines in the hardware 
(; store are said to sell themselves 
without the aid of advertising 
or undue featuring. Chief among 
these are tools, and there are many 
hardware firms that are content to 
let well enough alone and allow the 
tool sales to depend on the season or 
the whims of the individual custom- 
ers. Other firms, however, go out 
after the business and by means of 
intensive campaigns increase sales 
which have always been above the 
average. Such was the idea behind 
the educational tool exhibit recently 
conducted by James & Hawkins, Inc., 
of Jamaica, N. Y. 
More than 2500 residents of Ja- 


Demonstrating the durability of a cold 
chisel at the James & Hawkins exposition 


maica and nearby towns visited this 
exhibit, which was held during June 
22, 23 and 24. Briefly speaking, it 
represented a co-operative movement 
on the part of this retail firm as- 
sisted by representatives of tool man- 
ufacturers, who displayed their lines 
and who were always on hand to 
demonstrate, explain and answer all 
inquiries on the part of those who 
attended. 

Notices were posted conspicuously 


Use of Tools 


This Exhibit Served to 
Arouse Local Interest 
in the Proper Way 

to Use Tools of 

All Kinds and 


Stimulated 
Business in 
All of the 
Different 
Lines of 
Hardware 
Carried 


in the windows and about the store 
announcing that the purpose of the 
exhibit was to educate the public in 
the use of hand tools. The idea was 
a good one, and local newspapers 
commented favorably on this for- 
ward movement. [In local advertis- 
ing the firm of James & Hawkins in- 
vited young and old alike to come 
in with their tool problems and sub- 
mit them to factory experts. Infor- 
mation and instruction on the use of 
tools was offered free of charge, and 
everyone was invited to participate. 
No attempt was made to sell goods, 
but any orders that presented them- 
selves were, of course, accepted. 
The man behind this exposition 


Show cases were removed during the exposition and manufacturers’ exhibits were installed in the places the cases had previously 


occupied, 


This illustration gives one an idea of the way in which it worked out 
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was Edward K. Denecke, who has 
charge of advertising for James & 
Hawkins. He consulted with vari- 
ous tool manufacturers’ salesmen 
and secured their promises to assist 
and be present for the three days. 
Booths were set up in the center 
of the store, in place of the show 
cases which are usually there. Each 
participating manufacturer was al- 
lotted booth space in which to ar- 
range with displays, stock and liter- 
ature of his line. The exhibit opened 
at noon on Thursday, June 22, and 
there was hardly a dull or slow mo- 
ment from that hour until closing 
time on the Saturday night. School 
boys, teachers, mechanics, chauffeurs, 
butchers, bakers, motormen and con- 
ductors from the transit lines, as well 
as home owners, flocked in with their 
various problems. Some people 


ROWN & SHARPE 


Here is another example of an exhibit of cutters and tools. 


brought in planes that wouldn’t work. 
The factory expert looked them over 
and found that the adjustment was 
wrong. The planes were fixed and 
the customers went away happy with 
information as to the proper way of 
setting the plane in the future. 
Others asked for suggested assort- 
ments of tools. Some people wanted 
to do certain jobs but did not know 
what tools were required or how to 
use them. 

Obviously the exposition filled a 
long-felt want for Jamaica residents 
for they certainly came in with 
queries. Many visitors stated that 
they had often felt like asking the 
questions before but were reluctant 
to. enter a store when they had no 
intention of purchasing. Every time 
such a feeling was expressed the per- 
son in question was quickly assured 
that anyone was welcome at any time 
with any problem pertinent to the 
use of tools and other hardware. 

The factory salesmen who helped 
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to make the exhibit a success were 
Lloyd R. Clowes, L. S. Starrett Co., 
Athol, Mass.; Charles Pincus and P. 
Platt of the Stanley Rule & Level 
Plant, Stanley Works, New Britain, 
Conn.; Chas. A. Schwartz and Chas. 
E. Clark of Damascus Steel Products 
Co., Rockford, Ill.; H. Van Baalen of 
The Carborundum Co., Niagara Falls, 
N. Y., and G. J. Wolf of Peck, Stow 
& Wilcox Co., Southington, Conn. 
Perhaps the most spectacular dis- 
play was that conducted by Messrs. 
Schwartz and Clark, who demon- 
strated their Dasco line of cutlery 
and tools in a most unusual manner. 
They had a vise mounted on the table 
in which was secured a length of an 
I beam. Against this beam they used 
a cold chisel straight edge, on the 
bias and on the point. They ham- 
mered hard and heavy, cutting the 


& Supply Co. 


beam but apparently did not damage 
the chisel. Then they filed the cut- 
ting edge to demonstrate the easy 
way in which it might be sharpened. 
They also demonstrated kitchen and 
trade knives in similar fashion. 
These two men were busy all the 
time with their demonstration, which 
also included a hack saw test against 
soft lead pipe. 

The staff of James & Hawkins 
conducted two booths themselves. 
One of these was devoted to a dis- 
play of products made by Henry 
Disston & Sons, Phila., and the other 
to the line of drop forged wrenches 
made by Billings & Spencer Co., 
Hartford, Conn. In the Disston dis- 
play the revolving display used by 
the manufacturer at the last job- 
bers’ convention in Atlantic City 
was on view, 


Complete Lines Shown 


The displays generally were well 
arranged. An effort was made in 


August 3, 1922 


each case to show as complete a line 
as possible so that the educational 
features could cover a wide variety 
of items. New or unusual tools 
were placed in the foreground and 
many visitors went away with a 
broader insight into the possibility 
of hand tools and their uses. 

Mr. Denecke tells us that the idea 
of this exposition was largely de- 
rived from reading a story in HArp- 
WARE AGE covering the exposition 
held last winter by Ludlow & Squier, 
Newark, N. J. 

Although, as stated before, there 
was no direct sales work done many 
visitors placed orders for the lines 
on view. In fact in the afternoon of 
the second day James & Hawkins 
sold out their current stock on two 
lines. Fortunately they were able to 
get active shipments on their re-or- 


This was shown at the recent exposition of the Cleveland Tool 


der and the customers were not kept 
waiting more than two days. 

It is impossible to state in dollars 
and cents the profits gained as a di- 
rect result of this educational tool 
display, but we are informed that 
people have referred to the exhibit 
continuously and have applauded the 
principle involved. These same peo- 
ple also bought tools that had been 
shown and the tool business of this 
company seems to have expanded. 

About two months previous to the 
James & Hawkins exhibit the Cleve- 
land Tool & Supply Co., Cleveland, 
held a manufacturers’ exposition 
which was also very successful in 
creating attention. The displays at 
this exhibit were of an interesting 
nature. 

The experience of James & Hawk- 
ins with their educational tool ex- 
hibit proves that mere plugging is 
not half as effective as the same 
plugging linked up with an unusual 
idea that is different. 
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Personal Solicitation Brings Business to 
New Mexico Firm 


That Together with Specialization and Co-operation 
Has Served to Increase Turnovers of Raabe 


& Mauger, Albuquerque, N. M. 


LBUQUERQUE, N. M., is a 
city that now boasts of 30,000 
inhabitants. It is the home of 
many health resorts. The Santa Fe 
Railroad shops are located in the city, 
these shops employing nearly 4000 
men. Surrounding Albuquerque is a 
cattle and sheep raising and farming 
country, so that a hardware mer- 
chant in that section has a varied 
class of customers. Consequently, a 
wide range of goods must be carried 
in order to meet all requirements. 
The firm of Raabe & Mauger was 
first organized to do a hardware 


business in Albuquerque in 1906. 
The two partners were H. P. Raabe 
and W. E. Mauger, both of whom are 
still actively connected with the 
company, although the management 
of the business was recently dele- 
gated to W. C. Raabe, a nephew of 
H. P. Raabe. 


New Lines Added 


Soon after commencing business 
the firm realized that sticking too 
closely to regular hardware lines was 
too narrow a proposition for building 
up a lucrative business in that sec- 


tion. An implement department was 
added, which now occupies a 50 x 75 
ft. building in the rear of the store. 
In this building there is also a store- 
room for composition roofing, roofing 
tar, etc. Gutter pipe and spouting, 
in regular standard lengths, and 
corrugated galvanized sheets, are 
also carried and there is also a pipe 
fitting department. From time to 
time washing machines, wood, coal 
and oil stoves and ranges and later 
hot air furnaces were added. Toys 
and sporting goods are late additions 
to the company’s lines. 


Raabe & Mauger believe in adding a new line whenever they see one possessed of possibilities for future sales. These illustra- 
tions, the upper showing the left side of the store and the lower the right side, serve in @ measure to show the extent of the 


stock carried 
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One policy to which the company 
attributes much of its success is in 
concentrating on one particular line 
in each department. That is, as far 
as possible. In commenting on this 
policy W. C. Raabe, general manager 
of the firm, says: “It is our policy 
to carry but one line wherever pos- 
sible. We have found this policy to 
work out especially well in our paint 
department. In our opinion many 
dealers who handle paint, make the 
mistake of carrying several lines, in- 
stead of confining their efforts to one 
only. The result is a merchant has 
to carry a larger stock, has fewer 
turnovers and consequently less prof- 
it. Although his investment is 
larger he is caught more often with- 
out a stock of certain items, and it 
is also harder for him to make an 
attractive display of the goods he 
carries.” 

“We believe that in order to make 
a success of the paint department it 
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quoted—if any—together with date 
the prospect should be seen. These 
cards are kept in a date file and each 
morning are sorted out. for attention. 

A great deal of interest is shown 
in turning in these prospect cards, 
as when a sale is finally consummated 
due credit is given the originator of 
the inquiry as well as to the salesman 
closing the deal. Collectors, and 
even deliverymen, are frequently able 
to resurrect prospective business 
that is finally obtained. 

The main store building which is 
located on a prominent corner, is 50 
x 134 ft., and its more than ordinary 
width allows for a display of goods 
not usually possible. The store is 
divided by three aisles, and on each 
side of these aisles are show cases 





is necessary for the salesman to ': 


know what he is selling. He must 
be able to instruct a customer what 
to use, what not to use, and why. 
Although a large part of the paint 
business is with painters, the hard- 
ware merchant can work up a nice 
trade on household paints, stains, 
enamels and varnishes, but it is 
necessary for a salesman to know his 
business if he is to make a success in 
selling the housewife.” 


Specialized Salesmen 


As far as is possible the business 
is departmentized. 
salesman devotes most of his time to 
the paint department. However, all 
the other clerks are so well instruct- 
ed that they are able to take care of 
customers who call when the head of 
the paint department is out on a sell- 
ing trip. 

The paint storage department is 
in the basement, but a complete stock 
is carried on the main floor, where it 
is on prominent display. 

This method of concentration is 
carried out, as far as possible, in 
each department, although public de- 
mand makes it impossible at times to 
center on any one manufacturer’s 
line. Standard hardware articles, 
such as nails, ete., of course, do not. 
enter into the plan. 


Co-operation Between Departments 

Co-operation between the different 
departments is greatly aided by pros- 
pect cards, a supply of which is car- 
ried by each employee. For instance, 
if the paint salesman resurrects an 
inquiry for a heating plant, and is 
unable to close the order, he turns in 
a card with information as to name 
of customer, what is wanted, price 


In this way one 


Walter OC. Raabe 








and display counters. Goods are car- 
ried on each side of the dividing par- 
titions, as shown by the accompany- 
ing illustrations. At the front 
entrance of the store is the cutlery 
department, and such articles as 
coffee percolators, electric irons, 
electric washing machines, etc., are 
also on prominent display. The 
stove and range samples are carried 
in one aisle, while the main stock is 
stored in the basement. 


Outside Solicitation 


The firm’s sales efforts are by no 
means confined to the store, although 
its attractive arrangement succéeds 
in drawing a great deal of business. 
An outside man is constantly visiting 
nearby ranches in the interest of one 
or two specialties, but he is able to 
ascertain the wants of a customer in 
other lines, and if unable to close the 
business, a prospect card insures that 
the matter will not be overlooked. 
As an example of the effectiveness of 
this plan the company has built up a 
comparatively large business in oil 
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stoves alone partly through these 
personal visits. 

In this connection it is interesting 
to note that the purchaser of an oil 
stove is instructed thoroughly as to 
its use and encouraged to report any 
trouble at once. This idea is carried 
out with other special articles, such 
as washing machines, etc. 

A complete stock of mechanics’ and 
carpenters’ tools is carried, and the 
head of this particular department is 
thoroughly familiar with every tool 
carried. He is also a mechanical 
draughtsman, and quite often the 
firm has been able to obtain contracts 
for furnishing plain and ornamental 
iron work that local shops cannot 
handle. 


Advertising a Single Item 


Raabe & Mauger believe in adver- 
tising, and in addition to’ personal 
mail appeals, the local newspapers 
are freely patronized. In its ad- 
vertising the firm follows the same 
specializing idea that governs its ac- 
tions in selecting stocks. For ex- 
ample, one day a range will be ad- 
vertised exclusively, the next day 
some’ particular make of electric 
washing machine, to be followed the 
succeeding day with a drive on some 
particular refrigerator that the com- 
pany is pushing. It is claimed that 
advertisements of this kind have a 
more effective appeal than if. the 
space was devoted to several different 
items. Naturally this rule does not 
apply where special sales are planned. 

For some time the firm made de- 
liveries through a local express com- 
pany, but during the past year has 
been making its own deliveries by 
truck. This has been found to be 
very much more satisfactory for the 
reason that the company’s own truck- 
man can frequently take care of any 
complaints to the customer’s satisfac- 
tion, and not infrequently he is able 
to turn in valuable prospect cards. 

In conclusion, attention of other 
hardware merchants should be di- 
rected to the perpetual inventory 
system employed by the company. 
This is kept in dollars and cents only, 
but shows each month exactly what 
each department is doing for the 
profit or loss side of the ledger. 


Outing of Hygrade Employees 


Over 300 employees of the Hygrade 
Lamp Co. of Salem, Mass., held their 
annual outing at Nantasket Beach, Sat- 
urday, July 15. The outing was planned 
and managed by a committee of the 
Hygrade Employees’ Association, an 
organization to which practically every 
Hygrader belongs. Water sports and 
the thrills of Paragon Park were the 
chief amusements of the day. 
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Late Summer and 
Early Fall Are 
Seasons During Which 
These Convenient 
Vacation Accessories 
Move Quickly—Some 
Sales Suggestions 


Worth Adopting 
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Now Is the Time to Feature F lashlights 




















An excellent 
on 
example ofa 
symmetrically 
arranged 
flashlight 
display 














of the year during which the 

hardware store disposes of a 
great variety of articles of all kinds. 
Pocket knives, sheath knives, camp- 
ing, hunting and fishing equipment, 
all sell well during this period and 
during the last few years there has 
come an ever-increasing demand for 
flashlights. 

Every vacationist should have at 
least one portable flashlight, and it 
should be an essential part of his 
equipment. Spare batteries are also 
needed as the resort he patronizes 
may be located far from another 
hardware store. He will have nu- 
merous uses for the portable light 
while on vacation and will appreciate 
your interest as a dealer when you 
remind him about the need of such a 
purchase, 

It is an accepted fact that people 
who are preparing to take a holiday 
trip are in a mood receptive to sales 
appeal, providing the article you are 
pushing can be of service to them 
on the trip. A window display of 
your line of portable lights and bat- 
teries should be particularly appro- 





\ 7 ACATION time is the season 


priate at this time and should also be 
unusually profitable. With the use 
of window cards you could appeal to 
the vacation trade. 


Get the Campers’ Attention 


Your window cards can suggest 
the need of a light when taking an 
evening hike along an unknown road, 
or for the use of autoists trying to 
read road signs. Campers will need 
not only a pocket light, but electric 
lanterns as well. The hardware mer- 
chant has a splendid opportunity to 
sell at least a dozen batteries to 
campers as they will use their lights 
continually and the batteries will 
need to be replaced. 

Canoeing parties will need flash- 
lights and those fortunate people 
who cruise in small boats will need 
lights, batteries and bulbs. Even 
yachts that are wired with electric 
lights require at odd times an auxil- 
iary hand light in order to find a 
short circuit or a broken wire.. 

Those who take along extra bat- 
teries should also buy spare bulbs as 
flashlights receive rough treatment 
and bulbs are by no means inde- 


Be sure to remind each 


structible. 
flashlight customer that you carry a 
complete line of batteries and bulbs 


at all times. Tell him that your 
stock is always fresh and complece 
and that you have all sizes and styles. 
Emphasize it by displays, newspaper 
advertising and sales talks. You 
must be sure to lineup your store as 
battery and bulb replacement head- 
quarters, for the replacement busi- 
ness will quickly amount to a large 
line of profit, which will be steady 
and sure at all seasons throughout 
the year. 

The accompanying illustration 
shows a flashlight display which was 
used by the Belcher & Loomis Hard- 
ware Co., Providence, R. I. All kinds 
of lights are shown in this window 
from the small vest pocket size to the 
larger lamps which cast a light to a 
considerable distance. H. C. Crabb, 
who trimmed this window has ar- 
ranged the flashlights symmetrically 
according to their size with the re- 
sult that it is an easy matter for a 
prospective customer to identify the 
article he desires without unneces- 
sary delay. 








HARDWARE AGE 








The Friendly Road 


ing goods by playing sentiment to the limit 

and saying little about the goods they car- 
ried. And they managed to sell goods in decided- 
ly worth while quantities. Times have changed, 
however, and to-day it is a case of hard, cold 
facts instead of sentiment. The man still counts 
but he is now a real salesman and not an artist 
of the glad hand. 


* * * 


je was when salesmen succeeded in sell- 


Level roads never lead to the peak of achieve- 
ment. Unless you climb the hills you will always 
be in the valleys. 


* * * 


A well-dressed man stood for several minutes 
watching a brawny expressman tugging at a 
heavily laden box almost as wide as the doorway 
through which he was trying to move it. Pres- 
ently the onlooker approached and asked: 

“Like to have a lift?” 

“Thanks, I would,” the other replied, and for 
the next five minutes the two men, on opposite 
sides of the box, worked, lifted, puffed and 
wheezed, but the object of their attentions did 
not move an inch. Finally the well-dressed man 
straightened up and said between puffs: 

“T don’t believe—we can—ever get—it out.” 

“Get it out?” the drayman roared. “Why, you 
idiot, I’m trying to get it in!” 

* * * 


Some men are like pencils. They never make 
their mark until they are pushed. 


* * 


There is one good thing about a dictaphone. 
It doesn’t chew gum. 
* * * 


Success, as Josh Billings says, consists not in 
holding a good hand, but in playing a poor one 
well. 

* * * 

There is an old belief among farmers that the 
eye of a horse is constructed much on the prin- 
ciple of a magnifying glass and that when a horse 
looks at an object it appears much bigger and 
more formidable than it really is. In all brute 
creation there is no animal more subject to sense- 
less terrors than the horse. All of which sug- 
gests that consoling reflection that perhaps after 
all many of our business troubles are merely 
the result of an unusually sensitive horse eye for 


trouble. 
* * * 


A policy is the thyroid gland of business—a 
firm can get along without one but it won’t be 
worth much at the best. 


Rome wasn’t built in a day, but the builders 
surely had the ground broken by the first night- 
fall. How often the staller uses this age-worn 
saying instead of exercising the necessary breath 
and energy on his particular problems. 

* * * 


Speaking of sayings, we wonder how often it 
occurs to the average man that there are many 
more proverbs written to inspire greater ambi- 
tion than there are proverbs to excuse one’s de- 
linquencies. And have you ever noticed that the 
chronic muddler invariably has a ready excuse in 
the form of an ancient proverb. It seems to us 
that there are many instructive and inspiring 
proverbs that a man would do well to keep in 
mind. Better, perhaps, that he never mention 
them, but try to follow them. 


* * * 

We have heard of men who have broken laws, 
but upon reflection we were able to find many re- 
deeming qualities in the offender that seemed to 
minimize the crime committed. We have not as 
yet, however, met the man who breaks his word 
and is still a pretty good fellow. 

* * * 

A disgruntled customer is frequently like the 
apple in Genesis—a small thing with infinite pos- 
sibilities for harm. 

* * *% 

Speaking of competition, it occasionally hap- 
pens that a retailer is sufficiently clear visioned 
and generous to attribute his success to it. 

* * * 

Don’t let it be said of you, that when you found 
your way blocked you stepped off the sidewalk 
and walked in the gutter in order to get ahead. 

* * * 


Babe Ruth says he has never yet hit the ball 
just right. In all his rapturous notes Caruso 
never struck exactly the note’he visioned. Isaac 
Newton said he was but a little boy searching at 
the seaside for a brighter shell or a rounder peb- 
ble. Yet you ofttimes hear the boast, “I have 
succeeded!” Pitiable confession! Who can’t hit 
the mark if the whole barnside is his bull’s-eye? 
It’s well to have your feet on the ground, but 
that’s not the place for your ambitions. A worm 
can realize that. If someone says a man is a suc- 
cess, admire him; if he says it himself, pity him. 
He has failed—not to achieve an end, perhaps, 
but to achieve an aim. 

* * * 

When a man smiles at an insulting remark 
you will find that he is not always above such 
pettiness, but is often lacking in courage to show 
any other sign. 
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The figures of the old man and the boy attract the passerby, the knife display arouses his interest and the price tags complete 
That’s the idea. 


Won,’ 


the work leading to a sale. 


\ \ J] HITTLING, the art or habit 
of carving, shaping or cut- 
ting wood by hand with a 
knife, is an old and essentially Yan- 
kee characteristic, although probably 
the most famous man who may be 
mentioned as an exponent of the art 
was General Zachary Taylor of Louis- 
iana, who is credited with having 
directed the American army during 
the battle of Monterey in the Mexi- 
can War from the back of his snow- 
white charger, whittling during the 
entire engagement with masterly un- 
concern. General Taylor was later 
elected as the twelfth president of 
the United States, and his craftsman- 
ship with a jack-knife was one of 
the most interesting talking points 
of the political orators during the 
election campaign. 

In modern times whittling has lost 
some of its popularity. The Belcher 
& Loomis Hardware Co., Providence, 
R. L., however, based a window dis- 
play of pocket knives on it recently 
with notable success. The photo- 
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That’s what Howard C. Crabb had in mind when he trimmed this window 





LOOMIS HARDWARE 
Whittling Profits With Pocket Knives 


Unusual Display Serves to Increase Pocket Knife 
Sales One Hundred Per Cent for the Belcher & 


Loomis Hardware Co., Providence, R. I. 


graph of the display which is shown 
on this page, with the two figures of 
a man and a boy seated on empty 


The jack-knife said: 

“All sturdy boys 

Too old for toys, 

All men who toil, 

In shop or mill, 

Who till the soil, 

Who tunnel the hill, 
Who follow the sea, 


Belong to me!” 





The pen-knife said: 
“All men of rank, 
In mill or bank, 
All men who teach, 
Who manage men, 
Who pray and preach, 
Who use the pen, 


On land or sea, 

—C. D. 
ammunition boxes whittling, was 
trimmed by Howard C. Crabb. 

During the time that the display 
was shown the sale of pocket knives 
at the Belcher & Loomis store in- 
creased nearly 100 per cent, accord- 


ing to J. F. Donohue, who had charge 
of the sales. 

The Belcher & Loomis Hardware 
Co., incidentally, turns over its 
pocket knife stock four times a year 
by means of concentrated and clever 
window displays, advertising and 
salesmanship. Whenever a customer 
wants a pocket knife the salesman al- 
ways makes it a point to explain the 
fine technical details of the knife that 
is being purchased, and backs up his 
selling talk with the guarantee of the 
company with its ninety-six years’ 
experience in selling quality mer- 
chandise. 

That pocket knives can be em- 
ployed in full window displays that 
will arouse the curiosity of people 
that pass on the street is evident 
from an examination of the display 
arranged by Mr. Crabb. It is a dis- 
play that could be used, with modifi- 
cations, in the window of a hardware 
store practically anywhere in the 
country because its appeal is to men 
and boys of all ages. 
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Hardware Merchants Read 
The Hardware Age 
Every Week But 
Comparatively Few 
of Them Are 
Familiar With 
Its Origin 





REEDOM of speech and the 
freedom of the press are fre- 
quently attacked even in a de- 

mocracy. The issue in Kansas be- 
tween William Allen White, editor of 
the Emporia Gazette and Henry J. 
Allen, governor of the state is a pe- 
culiar instance of this fact. 

Some of the veterans in 
business may possibly recall 
the part that this publication 
played when it was pub- 
lished as The Iron Age in 
establishing the freedom of : 
business papers. The action 
then taken, probably did ‘ ~ 
more than any other single 
precedent to make possible 
the present standards of 
business journalism. 

HARDWARE AGE was first 
published in 1855 at Middle- 
town, N. Y., by John Wil- 
liams and his son David, 
under the name of the Hard- 
ware Man’s Newspaper. In 
April 1859 the name was 
changed to The Iron Age. 
Early in its existence it be- 
gan the publication of price 
quotations. This caused the 
animosity of jobbers because 
in those days prices were 
considered strictly confiden- 
tial between buyer and 
seller. 

In 1876 a number of job- 
bers held a convention and 
voted to boycott The Iron 
Age, and a delegation of job- 
bers visited a number of 
manufacturers and informed 
them that if they advertised 
in The Iron Age their goods 
would also be boycotted. 

David Williams, who was 
then the head of The Iron 
Age organization printed the 
news of the convention and 
the boycott resolutions. He 
also dug out of the files and 
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Something About Your Own Trade Paper 


ME 


This Short Article Tells 
the Story of the 
Birth and Growth 
of This Paper and 
Describes 
Some Interest- 
ing Events 








printed an old resolution signed by 
a number of jobbers who had agreed 
to refuse to handle the goods of any 
manufacturer who marked his prod- 
ucts with his own name or trade 
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This drawing by Ruyl shows the present home of HaRD- 

WARE AGE and The Iron Age, 239 West 39th Street, 

New York City. Above is the Whig Press, Middletown, 
N. Y., where the paper was first printed in 1855 


mark so that a dealer could tell their 
origin. 

The publication held to its policy 
of publishing prices and in the end 
the jobbers’ boycott did more to help 
the paper than to injure it. To-day 
the market quotations constitute the 
leading feature and the most valu- 

able trade news published. 

The hardware department 
in The Iron Age grew to 
such large proportions that 
in December 1909 it was 

. taken out of The Iron Age 

* and used as the basis for the 
=> establishment of a separate 

’ publication under the name 

of Iron Age Hardware. A 
semi-monthly publication 
known as Hardware was 
merged with it and the new 
paper aspired to national 
circulation. 

In 1911 the Western Hard- 
ware Journal of Kansas City 
was purchased and merged 
with the new paper and two 
years later The Hardware 
Reporter of St. Louis also 
became part of it. 

The result was a better 
balanced and more influen- 
tial paper and a new name— 
HARDWARE AGE, which to- 
day represents the product 
of sixty-seven years of suc- 
cessful hardware journalism. 
Extracts from the market 
reports of both The IJron 
Age and HARDWARE AGE are 
quoted to-day in newspapers 
throughout the country, and 
the publication that was once 
regarded as a menace is to- 
day the authoritative clear- 
ing house of information for 
the business it serves. 

To-day, HARDWARE AGE, is 
constructively endeavoring 
to fulfill the ethica] stand- 
ards of business journalism. 
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EDITORIAL 


: HAMBERS OF COM- 
Mid-Summer MERCE and Mer- 
Sale Ss chants’ Associations in 
several Eastern cities have 
inaugurated educational campaigns in an at- 
tempt to prevent the promiscuous scattering of 
rubbish and litter in the public parks and play- 
grounds. Anything that has a tendency to stay 
the defacement of public property by summer 
vandals is highly commendable and deserves 
direct and wholehearted support. 

There is, moreover, a pertinent suggestion in 
these clean-up campaigns that the hardware 
merchant may use to advantage in his own 
business. 

For cleanliness, like charity, begins at home. 
The lull that comes to business during the sum- 
mer months presents, if not an attractive, at 
least a logical time to clean house. With the 
coming of fall, business will increase, and there 
will be neither time nor ‘opportunity to re- 
arrange stock displays and warehouse facilities. 

Then again, in even the most efficiently man- 
aged stores, a certain number of small articles 
remain at the end of each season. This class 
of goods constitutes dead stock, which should 
be pushed out if any business is to stay healthy. 

Special sales probably afford the only means 
by which this class of merchandise can be dis- 
posed of with any degree of convenience or 
profit. The concentration of sales efforts on a 
special mid-summger sale of odds and ends, if 
given the amount of publicity and advertising 
necessary to make it successful, undoubtedly 
stimulates business, helps to remove any dead 
stock that may have accumulated, and creates 
a demand very often for articles not included 
in the sale. 

Merchants who have tried out special sales 
of this type have invariably found them to be 
profitable both in respect to the amount of goods 


sold and in the advertising value of the sale | 


itself. 

Moreover, there has never been any sound rea- 
son why business should mark time altogether 
during the summer months. Sales must be cul- 
tivated continually or they become extinct. 


COMMENT 


° OWN in Wall Street they 
Va cation still tell stories about the 
Days vacation habits of a man who 
was a decade ago one of the na- 
tion’s foremost financiers. This man made it 
his practice to work under high mental voltage 
sixteen hours a day, with the exception of Sun- 
days and legal holidays, during nine months of 
the year. The other three months, according to 
the story, he slept sixteen hours a day, and spent 
the remaining eight in mild recreation. 


Under this strict system he was able to main- 
tain his health and nervous energy for years, 
and still continue the most fatiguing kind of 
mental concentration. 


For most of us, however, a system so intensely 
Spartan and arduous would have little appeal. 
Life at best is too short, and the fragile spirit 
of man enjoys so thoroughly the sheer exhilara- 
tion of living, and is distracted so easily by the 
innumerable and futile little pleasures that are 
tossed within the sphere of his existence by a 
derisive circumstance, that it is, in every sense 
of the word, remarkable that he has been able 
to cultivate, in any degree, a precarious mastery 
over himself and his environment. 

It is perhaps no overstatement to attribute 
some of the success that man has achieved to 
the fact that he has learned something of the 
art of relaxation. There are few men to-day 
who do not appreciate the necessity of a vaca- 
tion. The benefits of change to the human sys- 
tem have been unmistakenly demonstrated. 

It is really surprising to find that many mer- 
chants are not planning any vacation for them- 
selves this year. It may be possible for some 
men to forego the pleasures and benefits of a 
two weeks’ rest and change and not suffer mate- 
rially as a result. But toward the end of the 
year, during the rush and worry of the pre-holi- 
day buying season the effects will show. 

Faculties that are used fifty weeks in the year 
can only be stimulated and refreshed by at least 
a two weeks’ relaxation. You owe it to your 
family, to your business and to yourself to take 
a vacation. Don’t neglect it. 
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What the Customer Thinks of Lax Methods 


The Ultimate Consumer of Hardware Contrasts the 
Efficient Methods of One Retailer with the 
Unbusinesslike Habits of Another 


OR ten years I made my home 
K near a town of about 3000 peo- 

ple, situated about thirty miles 
outside of New York City. The first 
year of my residence in that locality, 
I bought a new house and that was 
my introduction to the local hard- 
ware store. 

The proprietor was an enterpris- 
ing fellow always reaching out for 
new business and new lines. There 
was scarcely a thing that one needed 
in the way of kitchen equipment, 
bathroom fixtures, lawn and garden 
paraphernalia that he did not fur- 
nish. It was a common phrase in 
that town, “Well, if Ike hasn’t got it, 
nobody else has.” If one noticed 
something advertised that appealed 
and took the ad to him, he would dig 
around in some of his catalogs, find 
it and place the order, no matter 
whether it was for a cultivator, a 
iawn roller or something in the elec- 
trical line. You knew when you 
went to that store, that if he didn’t 
have it, he would procure it for you. 

We were frequently saved trips to 
the city at Christmas time for the 
holiday toys as well as gifts for the 
various little kiddie parties, etc., 
which were all procured from this 
enterprising dealer. In fact quite 
frequently the attractive windows 
with the seasonable gifts and sug- 


—he would dig around in his catalogs 


gestions were inspirations for little 
pleasantries for the children. Sum- 
mer and winter, spring and fall, 
sporting seasons, and camping trips 
found us always buying something in 
this busy little place. Not only did 


By A CUSTOMER 


he take care of the small household, 
but supplied barbed wire fences and 
heavy tools to the wealthy owners of 
big estates in our neighborhood. 


When business in general was bad, 
he always had something with which 
to carry on. 

Perhaps ten years of association 
with this 


papey ow 


progressive merchant 


| 
KS 


—the attractive windows were inspirations 


spoiled us for an ordinary hardware 
store, but I cannot see why there 
should be such a thing as an ordi- 
nary hardware store. It seems to me 
that there is a splendid opportunity 
in the hardware business to-day 
when a merchant installs all the kin- 
dred lines that are now being cen- 
tered in the hardware trade and for 
which the public is recognizing the 
hardware store as its headquarters. 

A short time ago I sold my country 
home and moved to the immediate 
suburbs of New York. It is in a 
new section where houses are spring- 
ing up by the hundred, and the field 
presents a splendid opportunity for 
good hardware stores. 

When we moved into the new 
house, the electric light had not as 
yet been installed, the permit had not 
been received at the electric light of- 
fice, and we were without light for 
two weeks. The first thing we did, 
was to go to the hardware store and 
try to buy some flashlights. ‘No, we 
don’t carry them.” So they had to be 
purchased in New York. A little 
later we ordered a certain kind of 
clothes dryer. “No, don’t carry dry- 


ers.” It is a dryer that is very com- 
monly in use and thoroughly adver- 
tised. No offer was made to get one 
for us. 

One afternoon my wife and I went 
to the store and endeavored to make 
some purchases, which by the way, 
was an exceptionally hard thing to 
do. The first thing we asked for was 
small screws. They didn’t have 
them. Next my wife inquired about 
some simple curtain rods which we 
were always able to procure in the 
old home town. “No, we haven’t got 
them.” Then we asked for a chain 
and padlock and were shown some 
dog chains with fancy padlocks. 
They did not keep any other kind. 
There were a number of items that 
we wanted but they did not keep 
them in stock, no interest was shown 
and no desire evinced to procure 
them for us; simply a plain statement 
“we don’t carry them.” There is a 
nice little profit on that dryer, but 
evidently the owner of the store 
didn’t want to bother. 

Our plumber had failed to put 
stoppers in the wash tubs and we 
bought a couple with the understand- 
ing that if they did not fit, our boy 
would come back and get another 
size. We took them home and found 


—"No, we don’t carry them” 


they were too large and our boy went 
back Monday morning and asked for 
the smaller ones. This time the pro- 
prietor was there, and he nearly took 
the kid’s head off with an explosive, 
“Why didn’t you come back on Sat- 
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urday to exchange them?” The ar- 
ticles we were unable to buy in this 
store were all purchased in a big 
hardware store in the metropolis, 
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—the proprietor nearly took his head off 


where one can get anything one asks 
for and quickly and courteously. It 
is no wonder that some hardware 
stores are unable to make ends meet, 
when they do not attempt to retain 
or please their customers. 





HE accompanying picture illus- 

trates an accessory display fea- 
tured by Hibbard, Spencer, Bartlett 
& Co., Chicago, at a recent hardware 
dealers convention in the Middle 
West. The idea is so good for a 
small window or interior dis- 
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In the immediate neighborhood of 
our home in the next few months, 
there will be scores of new families 
with kitchens, laundries, lawns and 
gardens to be equipped. This nar- 
row gauged merchant could reap a 
rich harvest if he was right on the 
job, but will he be Johnny on the 
spot? The answer is “no.” He will 
plug along in his conservative way 
and fail to take advantage of busi- 
ness right at his door and the result 
will be that Mr. Commuter will buy 
what he wants in a hardware store 
nearest his office. Courtesy and in- 
tent to please is something that 
doesn’t require capital. Some deal- 
ers will plead lack of room and short- 
age of capital, but when one goes to 
a hardware store and asks for a cer- 
tain article which is not in stock, in- 
stead of turning that customer away, 
why not endeavor to procure the ar- 
ticle for him? Maybe there is no de- 
mand for it as we were told in our 
new suburban home in one or two in- 
stances, but if the goods were there, 
there might be a demand. In any 


A Worth While Diophay Suggestion 


Inexpensive Booth Placed in the Front of Stores 


Will Attract® Attention and Increase Sales 


are put in at an angle so the whole 
range of merchandise can be seen 
from a single position. 

The booth is lighted by means of 
electric lamps concealed in the top 
and the effect of the indirect light- 
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event is it not best to try and please 


the customer—get it for him? 


No member of my family will ever 
go back to that local hardware store 











—we buy our hardware elsewhere 


where the proprietor nearly scared 
our youngster out of a year’s growth. 
We will buy our hardware some- 
where else, even if we have to carry 
it home. This picture is not an ex- 
aggeration, but is true of very many 
of the hardware stores of to-day and 
experiences of this kind. 





As the display panels are remov- 
able the merchandise can be 
changed from time to time. Tools, 
bathroom fixtures, silverware and 
cutlery would also make excellent 
displays in this attractive setting. 

In the case of such articles 








play that we want to give it 
to the readers of HARDWARE 
AGE. The booth looks ex- 
pensive but it is made of 
beaver board and is really 
very cheap to build. 

There is a little corner in 
almost every hardware store 
that could be given over for 
a few weeks to such a display. 
The attention it will attract 
and the resulting sales will be 
more than satisfactory. Any- 
body can take scrap lumber 
and build the framework in a 
very short time. Once built the 
framework is covered with beaver 
board and the edges and cracks are 
concealed with strips. The size can 
be made to suit the amount of space 
and some paint will finish the job. 

There are four display panels. 
These are made separately and are 
covered with velvet, felt or other 
material. The accessories are wired 
on before the panels are put into 
place. The bottom and side panels 












in 


yp reenact display used by Hibbard,  ipenaie, Bartlett é Co. 





1 the illumination would of 
course have to be furnished 
solely by the electric lights 
concealed at the top of the 
tj booth. These, however, would 
i suffice and would give enough 
brilliance te attract immediate 
attention to displays of glit- 
tering articles such as silver- 
ware and cutlery. Innovations 
such as this serve to make a 
hardware store unusual and 
different from the average. 
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ing against the bright accessories 
should serve to create a great deal 
of interest in the display. 

One of the stop lights in the cen- 
ter background with its big red let- 
ters sets off the entire exhibit. 
Spot lights, tail lights and stop 
lights should all be connected up 
with a storage battery so they can 
be operated at will. This applies 
to horns as well, provided the dealer 
does not object to the noise. 





Incidentally it is the store 
that is unusual and different 
that gets the business while those 
that have no use for innovations re- 
main in the rut indefinitely. 


Ideal Food Chopper Co. Formed 


B. Greenblatt has resigned as sales 
manager of the Foster Screen Co., New- 
ark, N. J., and has formed the Ideal 
Food Chopper Bracket Co., Newark, 
N. J. The new company will manufac- 
ture the Ideal Food Chopper Bracket, a 
new invention of Mr. Greenblatt’s. 
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Chicago Hardware Merchants Hold Annual Picnic 


Members of Chicago Retail 


Hardware Association 
Make Merry at 
Willow Springs, IIl., 
July 19 


‘’ HICAGO retail hardware mer- 
A chants locked their doors on Wed- 
nesday, July 19, and with their fam- 
ilies, salesmen and friends started for 
the annual picnic at River Grove, Wil- 
low Springs, Ill. This picnic is one of 


At the left we have 8. J. 
Koehler, secretary of the 
Chicago Association, Miss 
Triessel and William Tries- 
sel, chairman of the enter- 
tainment committee; center, 
left, John M. Wallace, presi- 
dent of the Chicago Associa- 
tion; lower left, Leon D. 
Nish, secretary Illinois Re- 
tail Hardware Association, 
and Fred Russell, Hibbard, 
Spencer, Bartlett & Co. 


Start of the girls’ foot race 


The baseball game between dealers and salesmen 


Some of the boys lined up for the sack race 


the yearly events of the Chicago Retail 
Hardware Association and is looked 
forward to by all the merchants and 
the salesmen who call upon them. 
Business is forgotten and everybody 
has a good time. 


This year .the picnic was new ucar 
Willow Springs, Ill., in the River 
Grove on the edge of the Des Plaines 
River. The spot was ideal. There was 
fishing, boating, refreshments, dancing 

(Continued on page 65) 
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New Deal In Price Maintenance Complaints 


Federal Trade Commission Quashes Forty Pending 


le “i 
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Cases But Warns Manufacturers to Observe 
Principle of Beechnut Ruling 








Washington, D. C., July 31, 1922. 


HE Federal Trade Commission 
has decided to wipe off the slate 
and make a fresh start inthe en- 
forcement of its policy respecting the 
curbing of efforts of manufacturers 
and dealers at price maintenance. It 
has, therefore, dismissed without pre- 
judice, forty complaints heretofore 
brought against a great variety of 
manufacturers. 

The Commission gives notice, how- 
ever, that the dismissal of these cases 
does not represent any change in its 
view of the law, but is designed merely 
to dispose of a large amount of irrele- 
vant matter including evidence brought 
against producers who have since aban- 
doned the practices complained of. 
The Commission hopes thus to save a 
lot of money to the Government and 
much trouble both to itself and to the 
parties it has assailed. 


Stands on Beechnut Case 


The Commission’s new program fs 
based squarely upon the decision of the 
United States Superme Court in the 
Beechnut Packing Company case 
which it now formally adopts as outlin- 
ing the principles upon which it will, in 
the future, enforce the law as it con- 
strues it against the practice of main- 
taining resale prices. 

In announcing the dismissal of the 
cases referred to the Commission in a 
formal statement says: 

“These cases involve resale price 
maintenance and were suspended by 
the Commission to await the determi- 





By W. L. CRoUNSE 





nation of the Beechnut Packing Case, 
which case was selected and advanced 
by the Commission as a test case. In 
the Beechnut Case the Supreme Court 
upheld the position of the Commission 
with respect to resale price mainten- 
ance. 

“After the Beechnut decision the 
Commission considered its suspense 
calendar and concluded, in view of the 
Beechnut decision and the age of the 
cases on suspense, that the cases sus- 
pended should be dismissed without 
prejudice, as it appeared to the Com- 
mission that the Supreme Court had 
settled the law with respect to price 
maintenance, and to bring these forty 
cases to a conclusion would involve a 
large expenditure of time and money 
and would require the amendment of 
the complaints to bring them down to 
date, and rather than amend its com- 
plaints, which would require reinvesti- 
gation, the Commission dismissed them 
without prejudice. 

“At the time the Commission in- 
structed its Chief Examiner to insti- 
tute a new inquiry with respect to each 
of the dismissed cases, and, if it ap- 
peared that violations of the law were 
found to exist within the meaning of 
the Beechnut decision, to report the 
facts to the Commission for determina- 
tion as to whether or not new com- 
plaints should issue.” 


All Industries Covered 


The forty cases dismissed by this or- 
der cover nearly every prominent in- 
dustry. The concerns involved are 


manufacturers of phoncgraphs, per- 
fumery, soaps, toilet articles, patent 
medicines, clothing, haberdashery, 
shoes and scores of other articles mar- 
keted with the aid of nation-wide ad- 
vertising. 

Taking the list from end to end it 
affords excellent illustrations of the 
high wisdom of combined national ad- 
vertising and price maintenance and 
retail dealers, especially, will hope for 
the coming of the day when the con- 
cerns listed by the Commission will be 
authorized by law to fix the resale price 
of their products and to protect the 
fair dealing jobbers and retailers who 
handle them against the predatory 
price cutters who use such goods as 
“léaders” and mulct the public by over- 
charging it for unidentified merchan- 
dise. 

It should be clearly understood that 
the dismissal of the complaints re- 
ferred to does not mean that the Com- 
mission will not renew its charges if its 
investigators find that the practices 
complained of are still pursued, pro- 
vided those practices are repugnant to 
the principles laid down by the United 
States Supreme Court in the Beechnut 
case. It is fair to assume, of course, 
that in the majority of cases the con- 
cerns against which the Commission 
has heretofore directed its complaints 
have abandoned the specific practices 
assailed and are waiting patiently for 
Congress to come to the rescue. 

It is the fashion nowadays to ar- 
raign merchants, especially retailers, 
as profiteers. It is frequently done in 
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the debates on the tariff now proceed- 
ing in the Senate and some of the most 
conservative leaders on both sides of 
the chamber—not always unmindful 
that this sort of thing will appeal to 
the voters next November—have made 
reckless statements to the effect that 
retailers as a class are slowing down 
the nation’s return to normalcy by in- 
sisting upon too large a percentage of 
profit on their sales. 

Among those who have grown rest- 
ive under this wholesale criticism of 
the retailers is Congressman M. Clyde 
Kelly, sponsor of the Kelly-Stevens 
price maintenance bill. Mr. Kelly be- 
lieves it is about time to emphasize the 
fact that the real profiteer is not the 
merchant who makes a fair gain on 
each transaction, but the price cutter 
who uses identified merchandise for 


bait in order that he may swindle the. 


unwary. In a characteristically spir- 
ited attack upon this type of profiteer 
Mr. Kelly in a recent interview says: 


Hot Shot from Kelly 


“The profiteering price cutter who 
takes a standard, identified, widely 
wanted article and reduces the stand- 
ard price in order to deceive the unwary 
customer, is a trade pirate. He is a 
spider luring the puzzled customer into 
his web. He is not a public benefactor, 
he is a public malefactor. 

“His predatory plan is to fool the 
purchaser by giving him a few cents 
on one transaction so that he may rob 
him of dollars on others. He is a price 
cutter in order to be a profiteer. He 
gives twenty-five buyers a bargain on 
known goods so that he may over- 
charge 500 customers on unknown 
goods. 

“He piles up profits for his depart- 
ment store or mail order house by the 
tactics of the green goods man and ad- 
vertising fakir and the deceived public 
foots the bill. His success, built on un- 
fair methods, means higher price and 
lower quality on all goods. In the be- 
ginning he robs the consumer by fraud 
and in the end devours him by extor- 
tion. 

“The profiteering price cutter ruins 
the reputation of high grade goods and 
destroys the good will of the makers, 
thus stealing both purse and good 
name in one operation. He advertises 
standard goods at a loss and then seeks 
to persuade the public to accept sub- 
stitutes on which he makes money. 


Demoralizes Price and Product 


“He demoralizes the price and the 
product. He forces other dealers to 
follow his lead or refuse to handle the 
article. 

“He restricts sales and lessens dis- 
tribution. His unfair practices leave 
the manufacturer helpless to protect 
his business, into which he has put his 
name, his labor and his money. 

“The profiteering price-cutter drives 
the small distributor to the wall by 
the worst form of illegitimate compe- 
tition. He destroys competition by the 
very practices the anti-trust laws were 
intended to prevent. 
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“He is the cut-throat competitor who 
is everywhere and always the forerun- 
ner of monopoly. He is a restrainer of 
trade and a lessener of competition. 

“He robs the neighborhoods of their 
corner stores, which can give best serv- 
ice under fair competition. He shouts 
for a free market where, in a jungle 
war, his unscrupulous tactics may give 
him a strangle-hold on business. 

“The profiteering price cutter helps 
to weaken the honesty and morality of 
American business. He seizes any 
straw, however flimsy, to free himself 
from moral and legal obligations to 
fulfill contracts and obligations. 


Breaks Down One Price System 


“He breaks down the one-price-to-all 
system, which is an inseparable com- 
panion of business honesty. He is the 
author of many degrading tendencies 
in business. 

“His spirit of disregard of fair play 
is encouragement to every cheat in 
business. He helps rot the fabric of 
American commerce. 

“He breeds the tax dodger and the 
cancellor of honest contracts and the 
men who cheat but keep within the 
law. He encourages ‘gentlemen’s 
agreements.’ He is an enemy of the 
public good and he must go. 

“Give the independent manufacturer 
of identified, guaranteed goods the 
right to maintain a_one-price-to-all 
policy and protect his reputation and 
good will, which depends upon public 
approval of the price and quality of his 
product. That will assure a square 
deal for business and the public.” 

Paste that in your hat and read it 
to the next man who whimpers to you 
about the profiteering of retail mer- 
chants of the United States! 


Daugherty O. K.’s Mergers 


Attorney-General Daugherty gave 
the steel industry a boost when, during 
the past week, he advised the Senate 
that in his opinion the two proposed 
big steel mergers are not in violation 
of the Sherman, Claytoh or Webb 
Acts. Unfortunately the Attorney 
General sidestepped the question as to 
whether it constituted a violation of 
the Federal Trade Act. 

The Attorney General’s opinion was 
rendered in response to a Senate reso- 
lution adopted May 12 calling on him 
to investigate the legality of the mer- 
ger plans and advise the Senate. In 
passing up the question as to the ap- 
plication of the Federal Trade Act, Mr. 
Daugherty said: 

“The Senate’s resolution is broad 
enough to call for an expression of my 
views upon this point, but for obvious 
reasons I must decline to express any. 

“The Federal Trade Commission is 
alone invested with the power of en- 
forcing that act, and as appears in the 
Congressional Record, 67th Congress, 
2d Session, p. 8872, et seq., that body 
has preferred a formal complaint 
against these companies, charging that 
the proposed merger is an unfair 
method of competition. within the 
meaning of section 5. The Senate will, 
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no doubt, be quick to perceive the im- 
propriety of my expressing any opinion 
upon the matter.” 


Employs “Rule of Reason” 


In discussing the mergers themselves 
the Attorney General says: 

“Two separate and _ independent 
mergers, unrelated to each other in any 
way, are in process of formation. One 
is between the Bethlehem Steel Corpo- 
ration, owning plants in Pennsylvania 
and Maryland, and the Lackawanna 
Steel Company, whose plant is at Buf- 
falo. The other is between the Midvale 
Steel and Ordnance Company, owning 
plants in Pennsylvania and in Dela- 
ware; the Republic Iron and Steel 
Company, owning plants in Ohio, fur- 
naces in Pennsylvania and Alabama, 
and certain plants at East Chicago 
and Muncie, Ind., and at Moline, IIl., 
and the Inland Steel Company, owning 
plants close to Chicago. It will be con- 
ducive to a clearer understanding of 
the situation if I take these mergers 
up separately.” 

Production by the Bethlehem and 
Lackawanna, as compared with total 
production by all companies, is set 
forth as follows: Pig iron, 7.56 per 
cent; structural shapes, 21.43 per cent; 
platy 4.73 per cent; rails, 21.96 per 
cent; steel ingots, 9.7 per cent. The 
United States Steel Corporation’s pro- 
duction of ingots is given as 45 per 
cent. 


Must Involve “Unreasonable” Restraint 


The opinion holds that not every 
contract or combination in restraint of 
trade is prohibited by the Sherman act, 
but that it applies only to combinations 
and contracts in unreasonable re- 
straint of trade. 

Holding that the Bethlehem-Lacka- 
wanna merger is not a violation of the 
Clayton act, the opinion sets out that 
Section 7 of that act does not prohibit 
acquisition of physical assets, but 
only the stock or other shares of capi- 
tal, and that the Bethlehem in this in- 
stance is to acquire the physical prop- 
erties. 

Holding that this merger does not 
violate the Webb act, the Attorney 
General says: 

“These companies are members of an 
association formed pursuant to the au- 
thority granted by this act to handle 
export trade.” 

The Clayton act is not violated in 
this merger, the opinion holds, physical 
assets being acquired outright. 

In conclusion the Attorney General 
takes a sharp crack at the Senate 
which is probably intended as notice 
that the Department of Justice will not 
answer any further inquiries as to the 
legality of similar mergers. 

“I think it proper,” the Attorney 
General said, “to call attention to the 
fact that my predecessors have con- 
sistently adhered to the doctrine that 
the duties of the Attorney General are 
prescribed by statute; that he is a 
member of the executive branch, and, 
as such, is under the guidance and 
supervision of the President; that for 
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the legislative branch to direct his 
conduct is a measurable interference 
with the executive branch; and that 
he is under no duty to obey the man- 
dates of one branch of the Government 
when not sanctioned by positive law.” 


To Learn Cost of Postal Service 


Fifteen inspectors representing the 
various inspection divisions and fifteen 
officers representing the various rail- 
way mail service divisions assembled 
at the Post Office Department last 
week to secure direct instructions upon 
the process to be followed by the post 
offices in securing data upon which to 
make an ascertainment showing the 
cost of carrying and handling the dif- 
ferent classes of mail matter. 

The committee on cost ascertain- 
ment, ordered and appropriated for by 
the joint commission of Senate and 
House, has charge of the instructions, 
and the thirty inspectors and railway 
mail service officers will gather in their 
office at the Post Office Department 
Building. After receiving this instruc- 
tion, which deals particularly with the 
weighing and counting of the number 
of pieces of mail matter of each class, 
these officers will return to their dis- 
tricts and give an intensive course at 
the sixty-one central accounting offices 
and at the fifty largest post offices of 
the country, thirty of which, however, 
are central accounting offices. They will 
also superintend the work in the field, 
which is scheduled to begin Sept. 18 
and continue for thirty days in every 
post office in the United States. 


Work to Be Done in Washington 


According to the program for ascer- 
taining the cost of carrying all classes 
of mail adopted by the Post Office De- 
partment, the tabulating and compil- 
ing of statistics after consolidations 
have been made in central accounting 
offices, will be done at the Department 
in Washington by experts. The final 
and completed report, with the ascer- 
tainment of cost, will not be ready for 


and all sorts of contests and games. 
Almost everybody got there before 
noon and brought well filled baskets of 
lunch and enjoyed a few hours away 
from business. 

The married ladies all competed in 
throwing balls into a can and the most 
skillful were rewarded with suitable 
prizes. Then there was the boys’ sack 
race and they, too, were rewarded 
through the generosity of jobbers and 
manufacturers. Boys’ and girls’ races 
were also held and some of these were 
quite spirited. A string was put up 
and biscuits were suspended from it 
and each boy was told to eat his with- 
out using his hands. The first boy re- 
ceived a boy scout outfit, the second a 
knife, the third a flashlight and so on. 
There were six to seven prizes awarded. 
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submission to the Joint Commission of 
Congress on Postal Service by Post- 
master General Work before some time 
in February or March, 1923. 

Among other results the findings 
will show the cost of carrying parcel 
post packages. It is believed that the 
Department has been losing heavily on 
this particular class of mail matter. 

The last survey of this sort was 
submitted to Congress by the Post 
Office Department in 1909. It did not, 
however, result in any legislation. 

A special committee of the Post Of- 
fice Department engaged in the work 
of drawing up instructions and form- 
blanks to be used in gathering this in- 
formation has completed its work and 
these are ready to be sent out to post- 
masters. This committee was com- 
posed of the following officers from 
post offices of the service. W. H. Hay- 
cock, assistant postmaster, Washing- 
ton, D. C.; Frederick Sillers, assistant 
superintendent. of mails, Washington, 
D. C.; George A. Gasman, assistant 
superintendent of mails, Chicago, II1.; 
Alfred E. Hannon, superintendent Sta- 
tion G, New York; Harry M. Lawder, 
superintendent of mails, Richmond, 
Va.; Alfred H. Black, foreman, Phila- 
delphia post office, Philadelphia, Pa.; 
and Robert R. Scally, foreman, Balti- 
more Post Office, Baltimore, Md. 


Starts Run on Lisle Thread Bank 


An intensive campaign to lure 
hoarded money from what O. Henry 
called the National Lisle Thread Bank, 
tin cans, chimney corners, and other 
more or less obscure hiding places, in 
order to swell the postal savings de- 
posits and, at the same time, to restore 
idle money to circulation, has been in- 
augurated by Third Assistant Post- 
master General Glover. 

Mr. Glover’s appeal will be made in 
the form of advertising placards, 
printed in English and in twenty-four 
different foreign languages with a 
view to reaching those who do not have 
ordinary banking connections, or are 





Chicago Hardware Merchants Hold Annual Picnic 


(Concluded from page 62) 


A great deal of interest centered 
around the ball game between the deal- 
ers and the salesmen who call upon 
them. That hardware dealers know 
how to use the sporting goods they sell 
was evident by the many wonderful 
plays that were pulled off. About half 
way through the game somebody tried 
to find the score, but the score keeper 
was not to be found. After a diligent 
search he was located over at the pa- 
vilion trying to find out what was in 
a certain suspicious looking keg. 
Everybody else got curious, but disap- 
pointment was in store for them be- 
cause the contents turned out to be 
only near what had been anticipated. 
Anyhow when the game was over 
HARDWARE AGE was given the score 
sheet and the players’ names. After 
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not chiefly interested in the rate of in- 
terest, but who have implicit faith in 
the Government and desire to place 
their savings where they can be with- 
drawn on demand. 

The placards are of several different 
types. One is a post card for distri- 
bution in city and rural boxes, to be 
placed on desks in railway stations, 
lobbies, and other public places. An- 
other is for circulation to school chil- 
dren, Americanization students, mem- 
bers of lodges, societies, and unions. 


A Polyglot Placard 


The third, translated into twenty- 
four different foreign languages, is to 
be used at money order windows when 
international money orders are cashed 
or issued to foreigners. Then there is 
a large poster to be displayed in a 
prominent place in each post office. 
Still another, printed in ten different 
languages, is to be posted in factories, 
mills, mines, railway stations and em- 
ployment offices, with a view to ap- 
pealing directly to the foreign popula- 
tion. 

“Bankers generally look with favor 
on the promotion of thrift by means 
of postal savings,’ Mr. Glover said, 
“for the reason that the accounts held 
at the postal savings depositories are 
those which cannot be secured by the 
banks, and that the funds are immedi- 
ately placed in local banks at a rate 
of interest lower than the bank pays 
on ordinary savings accounts.” 


Mail Early Saturday 


“Mail early! But, above all, mail 
early on Saturday.” 

That plea, voiced by the president 
of the Post Office Clerk’s Association 
at New Orleans, will be taken up and 
repeated throughout the land. 

The reason: Postmaster General 
Work hds granted time off to postal 
people during hot weather whenever 
possible. Early mailing will put this 


relief in reach of more post office em- 
ployees. , 








much deliberation and the use of a few 
detectives it was decided that the deal- 
ers won 11 to 10. 

A good deal of interest centered 
around the large number of useful 
things donated by jobbers and manu- 
facturers which were distributed and 
it was dark before all had departed. 
Everybody had a wonderful time and 
about 500 merrymakers turned out for 
the day of fun. The committees and 
the officials who handled the picnic 
know what a bunch of live hardware 
men like and they gave it to them. 
This association has developed a won- 
derful amount of co-operation and the 
team work has resulted in Chicago 
dealers pulling together in harmony 
with the interest of all concerned 
paramount. 
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Dealers Feature Oil Stoves for Summer Cooking 
—Selling a Dollar Day Sale to a Whole Town 


A Seasonable Combination Ad 
No. 1 (2 cols. x 9 in.). 

This ad, shown below, was sent us 
by the J. G. DePrez Co., Shelbyville, 
Ind. It is a particularly happy com- 
dination of items in which the buying 
public is at present interested. 

The ad is well arranged and the text 
is carefully written. The _ salient 
points of each item are brought out 
and we direct attention to the pricing. 


PL Ot St ert titty ict 
Good Refrigerators 


AT THE J. G. DEPREZ CO.’S BIG BUSY STORE 
Refrigerators that save-ice and-pre- 





serve your surplus food are found in our 
refrigerator department. Get your re- 
frigerator this_month and start the 

_ warm season right. We have forty dif- 
ferent patterns for your selection. Our * 
prices ‘are most reasonable. Visit our 
refrigerator department. 




















AND UP 


Satisfactory Coal Oil Stoves 


Quer Quick Meal and Perfection 
& 


our stock. We guarantee our coal 
oll stoves to work perfectly. Come 
in’ today and see Gur coal oll 
stoves. - 


e' 
) 

Mheee-Burner Coal 

i stoves... B21,00 

Pour-Burner Coa’ 

il Stoves... ..... 





Quality 
Sprinkling 
Hose 


You find high grade Sprinkling 
Hose of the best quality here. We 
cut sprinkling bose any. length 
want. See us for the sprinkling bose 
you need 


SPRINKLING HOSE at 


J G. DePrez Co. 


,18-20 PUBLIC SQUARE Shelbyville’s Greatest Store & 











1—Good advertising is largely a matter 

of featuring seasonable items. This 

DePrez ad scores 100 per cent on timely 
goods 





Are You 


F. A. Rice 
M. P. S 
EB. Cushen 


National Bank 
Whitleek-Snew Co. 
Model Clothing Co. 
‘Trast Company 

Balduf, Barrows & Davidson Wiseman 
Montgomery Shoe Store Andersen 
New York Store 
Perry's 
Co-operative Store 
Beardsiey’s 

J. E. Reid 

Ballintine Hardware 
Webdster-Case Co. 
H. H, Weeks 

John MeGee 


G..Annas 
Spencer's 
Hovey’s 


Bush 
Watsca’s 
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Saturday, June 10th is 


Dollar Day in Warsaw 


The leading merchants are all making prices that mean 
a gift of all profits, margins and overhead, and in many 
cases an absolute donation of part of the cost price, 


The idea is to Get thousands to come to Warsaw that 
day to get acquainted with Warsaw Stores, in the ex- 
pectation that they will keep coming. 


of the. advertising prices in Warsaw stores on 
Saturday? 


Burr's Drug Store 
Watkins Hotel 
Rose & Merica 
Geo. B. vost 


Marnthon Restaurant 


Going to 
Get YOUR SHARE 


A. Meaches 
Gridlez Hotet 
Baird 

Nugent 


Calmes 
ee & Barge & Clark 


gomery 5 
Buffalo St. Fruit Store 
‘Leon Fluker 

Merian’s Barber Shop 
Farmers’ Supply Co. 








2—When every merchant in town signs an ad, you may be sure that the idea is 


going over. 


Refrigerators, oil stoves and garden 
hose are a real summer trio and for a 
combination ad it would be difficult to 
select three more suitable articles. 


Putting “Dollar Day” on the Local Map 


No. 2 (8 cols. x 7 in.). 

Through the courtesy of the Ballin- 
tine Hardware Co., Warsaw, N. Y., we 
are enabled to show this very interest- 
ing ad featuring a Dollar Day Sale 
and signed jointly by the merchants 


Here’s how Warsaw put over Dollar Day 


of Warsaw. At the same time, the 
Ballintine people ran their own in- 
dividual ad with its offerings and it is 
to be presumed that a good proportion 
of the other merchants did likewise. 

Through this coordinated publicity, 
Dollar Day received tremendous pub- 
licity. It was sold to the town anil 
vicinity in a manner that no single 
merchant could possibly hope to dup- 
licate. 

There are many such publicity op- 











August 3, 1922 





* SWALM HARDWARE COMPANY . - 


Things 
For Canning 


Here they are, ready for your selection— 
all sorts of them—at all prices: 
Aluminum Perserving Bottles Jars 
Bottle Cappers and Caps 
Funnels Strainers Ladels 


And all of the other hundred and one 
items that are so necessary when fruit 
and vegetables are plentiful. 


TIME TO PAINT now—the wood is 
dry and paint will stick well. 


Best Quality House Paint—$3.50 per gal- 
lon. 


We have cheaper paints too—for barns 
and roofs, and fences. 


ENAMELS and Varnish Stain for house- 
hold use, cost only a little more than reg- 
ular House Paint. 


SPECIAL—A new lot of real fine Heavy- 
weight Aluminum Sauce Pans. 


35¢ to 70¢ 


Real Bargains in worth while aluminum. 


SWALM . ‘ae co. 
NAIONAL H:AQWARE STORES. me, 


Pottsville 


:: Penna. 
eo. U6. AT. Om 








3—The Swalm Hardware Co. plays up 
canning goods at the proper time 


portunities open to merchants through 
such cooperative effort. Think of the 
number of salesmen who talked up 
Dollar Day in Warsaw prior to June 
10 and you begin to get an idea of the 
sales punch in such mutual advertising 
effort. This ad is well handled. It 
tells the story and without doubt had 
much to do with the success of this 
great drive for business. 


Cashing In on the Canning Season 


No. 3 (2 cols. x 9 in.). 

The canning season is with us once 
again and here is bit of publicity used 
by the Swalm Hardware Co., Pottsville, 

a., featuring canning supplies. The 
copy also calls the housewife’s atten- 
tion to the fact that included in the 
store’s stock are all the other items 
needed to put up fruits and vegetables. 

The balance of the ad is devoted to 
paints, enamels and aluminum ware. 
Note that this portion of the text fea- 
tures cheaper paint for barns and 
fences, This will appeal specially to 
the farmer. We think this ad would 
be improved if black face type sub- 
headings were used to introduce the 
different items covered. 


A Real Sport Goods Ad 


No. 4 (8 cols. x 13% in.). 

The Kelley Duluth Co., Duluth, 
Minn., sent us this ad and we want 
every dealer to read it carefully and 
to note how effectively sporting goods 
may be presented and also how auto 
supplies fit in with this type of ad. 


HARDWARE AGE 


Our reproduction does not really do the 
ad justice for by reason of its large 
original size, we were compelled to omit 
the panels on golf clubs and suits, 
shaving brushes, pocket knives, razors 
and mirrors, lawn and garden items 
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as well as a panel of assorted items 
for the housewife including such items 
as lunch boxes, picnic and camp ac- 
cessories. But our reproduction shows 
the general layout of the ad and the 
manner of handling. 





| Everything 


Hardware 
Store 
Should 
Have 





And now comes summer with all 
the out-o-doors calling for you to 
camp—to fish—to hike—to 
i golf,tennis, baseball,and then 
ailing and swimming, too. The 
days of real sport are here. 





lay 
ere 





Let’s 
Go! 


& —and when you 
do, come to Kel- 
ley’s for your golf 
supplies, tennis 
and baseball 
goods. You'll find 
Kelley's Sport 
Departmént a real 
place to go for 
real sporting 
goods. 


There's be “strmthin’ ‘do- 
in’,” too, if you buy your 
tackle here. We always 
have just the right kind of 
tackle that fishermen want. 
Steel Rods at $1.50, $2.00 and up, Baits at all 
prices, Hip Bdots at $2.95, Fishetmen’s Cloth- 
ing and all that is necessary to fit out for the 


tri 
, D- 















Take a Dip in 
One of These 


Wonderful 


The best sait of them all. 
Jantzens are the talk of the town, 
and are used ‘wherever bathing is 
opular. 
inal elastic-stitch suits. 
fectly—wet or dry, Never binds. 
Never sags. 
from Maine to Waikiki. .Come 
and see the models for 


Men, Women 4 


and Children 


Get a Jantzen suit 
and be satisfied 
all season. 



















y ; The Nations! 
Svimoiag Suit 








These 
Jantzen’s are the orig- 
Fits per- 


It’s the’ popular suit 








Automobile Head Light Bulbs. 
A job lot of 17 to 36 ¢. p. 





lamps on sale at, 
CBACN cenccecerecceeces 22c 
Seat Slip Covers for summer use tg "$1 95 
your clothes,clean. Special, per seat. 
Straw Seat Covers for porch furniture, 65c 
boats or atito use. Special, each....+-+++++ 
A. C. and Rajah Spark Plugs 
are on the barghin table at...+ 45c 


Rim Wrenches are marked 
GOWN 10 oe ee ceccceeeerereteees 
A good selection of men’s and ladies’ 
Driving Gloves on sale 

BE ce ccccececneceesreeeeesees 
Ford or Chevrolet Steering Wheels on 





So targnte Counter ome. Caee 
ee eet ec sc e 
— cccsetanans noe oe * ...65¢ 
wane Runaing Bear Mats, 85c 
Heel ‘Platee—aave sole leather, Be 








Mail Orders filled 
same day received. 
Try this quick 
service. 

















FORMERLY KELLEY HARDWARE CO 
118 & 120 WEST SUPERIOR ST. DULUTH, M 
THE PLACE TO BUY HICKORY PAINT. 


A Real Sale of Sete Supplies at Prices 
me That Will Make Them Move Along 





A BIG SPECIAL 


Values Up to , omer 

2-Inch channel nickel plated to fit most 
any make of car, in values te = 12.60, $2.8 
On Bale at, CACM pacceccececcseccersmnens 
1%-inch diamond shaped Bumpers, aickel plated 
finish, to fit most any make of car—On 
sale at, CACh...secceeecescccccsceneness ° 

A bumper will protect your car tn accidenta, 
These unheard-of prices will hold good for bumpers 
on hand only. 


Spring Spreaders—You'll need one of these to use 

when oiling the springs— in this sale 2 

BOF pindacncadbacedecedaneddectasndupacceces c 

Car Washers—A brush made especially for wash- 

ing the car. Makes the work much easier. 25 

ey ladcnéndabadantonkqatusebenehelgunti c 
A car washing brash with hose connections marked 

for this bargain counter sale 

BE ccccccccccccccscceseccccocesccccscoscs « 





This is the place 
to buy peony 
tings for your 

















4—This Kelley Duluth ad demonstrates that sport goods and auto accessories 
make a good advertising team 
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on TRADE CONDITIONS 


IN HARDWARE, IRON AND STEEL, ETC. 
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NEW YORK 


Current | Ppeciagy tt the hardware market has 
Demand been featured by exceptionally active 

conditions so far this summer. Although 

most of the current demand is represented 
principally by a large number of small orders, the gross 
volume of business is reported by jobbers to be particularly 
gratifying. Tools at present are very active, and a small 
amount of business is reported for more or less strictly fall 
goods, such as bucksaws, one and two-man saws; hatchets 
and staple lines. A very good demand is also reported for 
such seasonable items as crab traps, cider presses, canning 
materials and ice cream freezers. No important price 
changes were reported by local jobbers during the past 
week. Price tendencies, however, are said to be stiffening 
all along the line. 


LTHOUGH there is some slight appre- 

hension among local manufacturers 
and jobbers about the possibilities that may 
result from the priority freight orders is- 
sued by the Interstate Commerce Commission, to date no 
direct delays have been reported in the movement of local 
merchandise. A few firms have had slight delays with 
incoming freight, although it has not been of a serious 
nature. The sentiment in Wall Street and among New 
York business men generally seems to tend toward the be- 
lief that the strikes will be settled shortly. 


Strike 
News 


HORTAGES in the local market as re- 

ported by jobbers include saws, some 
items of builders’ hardware, 8 and 20 penny 
nails, full polished hatchets and binders’ 
twine. It was learned on reliable authority 
that shortages in builders’ hardware are continually grow- 
ing more serious, and that this condition has been aggra- 
vated by the coal and railroad strikes. 

Reports indicate that many manufacturers of tools, 
cutlery and builders’ hardware lines are from 30 to 90 days 
behind on orders. It is said that factories are working 
full time. It is significant, however, that few factories are 
at present being operated by a full force, or the maximum 
number of workers that could be employed, which, as some 
jobbers point out, should be taken into consideration. 
Manufacturers emphasize the difficulties they are experi- 
encing in obtaining both skilled and common labor. 


Shortages 
and 


Production 


Condition jopaine from present buying on the 
of part of retailers, comparatively few 
Stocks have very large stocks on hand. Shelf 

hardware and staples of all kinds are in 

active demand, and it is said that the size 
of the orders being placed with jobbers by dealers is in- 
creasing. Jobbers’ orders for fall merchandise, according 
to manufacturers’ representatives, have been fairly large 
this season. 


Axes and Hatchets.—Interest seems 
to be increasing for these articles. 
Prices are firm and stocks fair. Full 
polished hatchets are said to be rather 
scarce. 

Jobbers’ quotations, f.o.b. New York: 

Ordinary grade handled axes, 3 to 4 cr 
$13.25 per doz. net ; 3% to. 4M Ib., $13.7 
per doz. net; 4 to 5 Tb., $14.25 per doz. net; 
4% to 5% Ib., $14.75 per doz. net; 5% Ib. 
solid, $15.50 per doz. net. 

Flint edge Rockaway pattern axes, 3 to 4 
Ib., $15.25 per doz. net ; 3% to 4% Ib., $15.75 
per doz. net; 4 to 5 Ib. $16.25 per doz. net. 

Connecticut pattern axes, 3 to 3% Ib., $15 
per doz. net; 3% to 4 Ib., $15.50 per "doz. 
net; 4 to 5 Ib., $16 per doz. net. 

Hatchets, full polished, half and shingling, 
No. 1, $18 per doz.;: No. 2, $19 per doz. 


Bolts and Nuts. — Renewed interest 
was shown in these articles last week. 
Prices are firm and stocks ample. 


Jobbers’ quotations, f.o.b. New York: 

Square nuts, 4 in., 16c. per Ib.; f% in., 
l5e. per Ib.; % in., 13c. per Ib.; yg in., 12c. 
per Ib.; % in., lle. per Ib.; % in., 10c. per 
Ib.; % in., 9c. per Ib. 

Common carriage bolts, % x 6 in. and 
smaller, 40 and 10 per cent to 40 per cent; 
larger and thicker, 40 and 10 per cent to 40 
per cent. 

Machine bolts, % x 4 and smaller, 50 
and 10 to 50 per cent off; longer and 
thicker, 50 and 10 to 50 per cent. 

Lag screws, 50 to 50 and 10 per cent. 

Semi-finished hexagon bolts, * and 
smaller, 70 per cent; larger and thicker, 65 
per cent. 

Tinners’ rivets, 50 and 10 per cent, 

Hexagon machine screw nuts, iron, 45 per 


cent; brass, 4/32 and 14/20, 75 per cent from 
new list, 

Toggle bolts, 
cent, 
Stove bolts, 75 and 10 to 80 and 10 per 
cent, 

Iron rivets, 50 and 10 per cent. Solid 
copper rivets, 40 per cent. 

70 and 10 per 

}4 to 1 in., 


steel bright finish, 75 per 


Lock washers, 7, to % in., 
cent;; * to % in., 60 per cent; 
40 per cent, 

Buck Saws.—Fall interest for these 
articles is reported by some local job- 
bers. Stocks are fair, prices firm. 


Jobbers’ quotations, f.o.b. New York: 
Buck saws, both plain and Champion 
tooth, $12.90 per doz. 


Canning Supplies.-— Keen interest 
features this line at firm prices. Stocks 
are said to be adequate. 


Jobbers’ quotations, f.o.b, New York: 

Extension fruit and jelly strainers, No. 0, 
$1.25 per doz.; No. 2, $2.50 per doz.: No. 3, 
$3.25 per doz. Canning racks, $5.50 per 
doz.; Good Luck jar rings, 80c. per, gross; 
Good Luck mason jar rubbers, 75c. per 
gross, in 12 gross lots. 

Berry hullers, 35c. per doz.; fruit jar 
wrenches, 85c. per doz.; stainless steel 
knives, $2.75 per doz.; apple parers $14.50 
per doz. 

Preserving kettles, aluminum, ranging 
from 2%-qt. to 17-qt. in size, are quoted 
from $8.40 to $34.44. Covers for same are 
quoted from $2.40 to $6. 

Jar rings, 75c. per gr. 


Cider and Fruit Presses. — Active 
buying, firm prices, moderate stocks 
characterize these lines. 


Jobbers’ quotations, f.o.b. New York: 

Cider Presses—8'% x 10 in, tub, 1 in. 
screw, weight 50 lb., $6.25 each; 10% x 12 
in. tub, 1% in. screw, weight 70 Ib., $7.35 
each ; 11% x 23 in. tub, 1% ia, "screw, 
weight 90 lb., $9.45 each; 13 x 14 in. tub, 
1% in, screw, weight 125 Ib., $12.25 each; 
berry crusher, weight 20 Ib., $6.15 each. 

Fruit presses, 3 qt., with heavy tin per- 
forated insert, $3.40 each; 6 at., $4.25 each: 
12 qt., $5.85 each. 

Crab Traps and Nets.—Unusual ac- 
tivity was reported last week by local 
jobbers for these articles. Stocks are 
said to be fair, though there are rumors 
that broken stocks have been reported. 
Prices are very firm. 


Jobbers’ quotations, f.o.b. New York: 
Crab traps, regulation size, $3 to $8 per 
doz. ; long handle crab nets, $3.50 per doz. 


Corn Hooks.—Out-of-town dealers 
are showing these articles marked at- 
tention. 


Jobbers’ quotations, f.o.b, New York: 
Corn hooks, steel blade, $3.40 per doz.: 
corn hook with adjustable steel blade, $4. 50 

per doz. 

Cotton Waste.—Pick-up business is 
strong for this material. Stocks are 
ample and prices steady. 


Jobbers’ quotations f.o.b. New York: 
Cotton waste, in 5 Ib. bales, 20c. per Ib 


Galvanized Pails.—Interest seems to 
be limited to actual requirements in this 
line. Prices continue firm. 
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Jobbers’ quotations, f.o.b. New York: 

Light galvanized pails, 8-qt., $2.15 per 
doz.; 10-qt., $2.35 per doz.; 12-qt., $2.50 per 
doz.: 14-qt., $2.85 per doz. ; 16-qt., $3.45 per 


doz. 

Heavy galvanized pails, 12-qt., $3.35 per 
doz. ; 14-qt., $3.75 per doz.; 16-qt., $4.60 per 
doz. 

Garage Door Sets.—This line, as well 
as all builders’ hardware material, is 
very active. Prices are said to show 
stiffening tendencies. 

Jobbers’ quotations, f.o.b. New York: 

Garage door set for light garage doors, 
japanned, comprises 3 pair of hinges, 10 in. 
reversed pad extra heavy T, one 6 in. chain 
bolt with staple, one 6 in. foot bolt, includ- 


ing floor plate and one thumb latch, and 
one size 4 door handle, $43.20 per doz. sets. 


Hack Saw Blades.—Local interest is 
said to be quite active for these articles. 
Prices are firm and stocks fair. 


Jobbers’ quotations, f.o.b, New York: 

Hack saw blades, 8 in., $4.54 per gr.; 
9 in., $5.11 per gr.; 10 in., $5.67 per gr.; 
12 in., $6.81 per gr. 


Hammers.—These staples seem to be 
particularly active at present. Prices 
are firm and stocks fairly well bal- 
anced. 


Jobbers’ quotations, f.o.b, New York: 

Claw hammers, No. 1 size, $13.36 per 
doz.; No. 1% size, $12.74 per doz.; No, 2 
size, $11.48 per doz. 

Machinists’ hammers, 8 oz., $8 per doz. ; 
12 oz., $12 per doz.; 16 oz., $8.20 per doz. ; 
20 oz., $9 per doz. 


Hay Forks.—Rural dealers are still 
ordering from local jobbers. 


Jobbers’ quotations, f.o.b. New York. 

Hay forks, 2 tines, 5%4-ft. bont handle, 
$11.50 per doz.; 3 tines, 4%-ft. straight 
handle, $10.50 per doz.; 3 tine, 5-ft. bent 
handle, $11.60 per doz. 


Ice Cream Freezers.— The recent 
warm weather has stimulated sales, and 
active pick-up business is reported by 
local jobbers at firm prices. Stocks are 
said to be somewhat broken. 


Jobbers’ quotations, f.o.b. New York: 

Triple motion freezers, 1-qt., $2.43 net; 
2-qt., $2.83 net: 3-qt., $3.37 net; 4-qt., $4.13 
net; 6-qt., $5.23 net. 

Vacuum freezers, 1-qt., $2.67 to $3.33 net; 
2-qt., $4 net; 4-qt., $6.67 net. 


Ice Picks—A fair amount of pick-up 
business is reported in this line. Prices 
are steady and stocks good. 


Jobbers’ quotations, f.o.b. New York: 

Needle point ice picks, 5%-in. blade, 
shank and head formed of one piece of 
steel, handle stained black, $3.43 per doz. 
net. Same with a hexagonal iron band, 
$5.74 per doz, net. 

Ice chisel, heavy polished steel blade, 
oak handle, nickel plated iron bands, $1.60 
per doz. net. Ice chipper, 6 crucible needle 
points tempered, malleable iron frame, 
tinned, wood handle, length over all 9% in., 
$3 per doz, net. 


Ice Tongs.—There is still a good de- 
mand for these items at firm prices. 
Stocks are fair. 

Jobbers’ quotations, f.o.b. New York: 


Merchandise Shortages Predicted 


‘HORTAGES in builders’ hardware 
and in certain lines of tools may be 
expected this fall, according to jobbers 
and manufacturers’ representatives in- 
terviewed during the past week. 

It is said that manufacturers of cer- 
tain lines of tools and household cut- 
lery and to some extent the manufac- 
turers of builders’ hardware are from 
thirty to ninety days behind on their 
production schedules. Dealers’ stocks 
are low, and manufacturers say that 
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Ice tongs, New York pattern, 11 in., $9 
to $11.40 per doz.; 14 in., $11.50 to $13 per 
doz. ; 17 in.. $13.50 to $16.20 per doz.; 15 in., 
Boston pattern, $14.50; 17 in., $16.50; 20 in., 
$18.60; 24 in., $21.60 per doz. Prices differ 
according to quality. 

Lawn Rakes.—Active buying is re- 
ported at firm prices. Stocks are good. 


Jobbers’ quotations, f.o.b. New York: 

Lawn rakes, 14 teeth, 3 aluminum bows, 
$7 per doz; 18 teeth, 2 wooden bows, $5 per 
doz.; 22 teeth, 3 wooden bows, $6 per doz. ; 
24 teeth, 3 aluminum bows, $7.50 per doz. 

Linseed Oil.— Business in the oil 
market is comparatively quiet. A num- 
ber of large buyers, however, are said 
to have been making inquiries about 
fall deliveries. A price recession of 2c. 
was made by some of the large jobbers. 


Prices to dealers, f.o.b. New York: 

Linseed oil in lots of less than 5 bbl., 94c. 
per gal. In lots of 5 bbl. or more, 91lc. per 
gal. Calcutta linseed oil in bbl., $1.05 per 
gal. Boiled oil is 2c. extra, double boiled 
oil is 3c. extra per gal., and oil in half bbl. 
is 5c. per gal. additional. 


Nails.—Shortages in 8 and 20 penny 
nails are reported. The nail market is 
very firm and business is active. Price 
shading is still being carried on. Stocks 
are said to be fair. 


Jobbers’ quotations, f.o.b. New York: 
Wire nails, $3.35 base per keg. Cut nails, 
$3.90 base per keg. Coated nails, $3 to 
$3.15 base per keg. Wire nails and brads, 
in small lots, 75 to 10 per cent off list. 
Roofing nails, per 100 Ib., $6.55 for gal- 
wer and $4.55 plain. This applies to 
= 22. 


One and Two Man Saws.—Some out- 
of-town dealers are reported to have 
evinced interest for these articles for 
fall delivery. Prevailing quotations are 
as follows: 


Jobbers’ quotations, f.o.b. New York: 

One-man saws, 72c, per ft. Two-man 
saws, 60c. per ft. Two-man narrow saws, 
40c. per ft. 


Roofing Paper.— Builders and con- 
tractors are still actively in the market 
for this material, as are also many 
suburban dealers. Prices are firm and 
stocks fair. 


Jobbers’ quotations, f.o.b. New York: 

Roofing paper, 35-Ib. roll, 79c. per roll; 
45-lb. roll, $1.30 per roll; 58-Ib. roll, $1.70 
per roll, 

Hard felt, 60-lb. standard roll, $1.40 per 
roll; red sheathing paper, 36 in. wide, 500 
sq. ft. in a roll; 25-lb. roll, 65c. per roll, and 
80-Ib. roll, 80c. per roll. 


Rope and Twine.—A slight increase 
in interest is reported for both rope and 
twine, although the market generally is 
still quiet. Stocks are fair and prices, 
at present, firm. 


Jobbers’ quotations, f.o.b. New York: 

Manila rope, No. 1 grade, 18c. to 19%c. 
per lb. Hardware grade, 16c. per lb. Sisal, 
No. 1 grade, 15c. per lb.; sisal, No. 2 grade, 
13c. per lb. Bolt rope, 22c. per Ib. 

Lath yarn, 138c. to 15c. per lb. Jute wrap- 





orders have been accumulating. The 
shortage of both skilled and common 
labor, the coal and railroad strikes and 
the fact that no surplus stocks were 
manufactured during the recent period 
of depression are all pointed to as rea- 
sons for the possible shortages this fall. 

Current demands in most of the prin- 
cipal wholesale markets center around 
seasonable goods. Jobbers also report 
that they have received a relatively 
large number of orders for fall and 
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ping twine, 20%c. to 25%c. per Ib. India 


hemp twine, No. 6, 16c. to 18c. per Ib. 
Rubbish Burners.—More interest was 

reported last week for these articles. 

Prices are steady and stocks good. 


Jobbers’ quotations, f.o.b. New York: 

Galvanized wire rubbish burners, with 
heavy iron supports, dipped in asphaltum, 20 
in. high, 14 in. diameter, weight 11 Ib., $30 
per doz. ; 24 in, high, 15 in. diameter, weight 
16 lb., $36 per doz. ; 30 in. high, 18 in, diam- 
eter, weight 22 lb., $54 per doz.; 35 in. 
high, 20 in. diameter, weight 33 lb., $72 per 
doz. All less 5 per cent discount. 


Screws.—Pick-up business is active. 
Prices are firm and stocks fairly well 
balanced. 


Jobbers’ quotations, f.o.b. New York: 

Wood screws, iron bright, flat head, 80 
and 5 per cent; same with round and oval 
head, 77 and 5 per cent; iron blued, flat 
head (add 5 per cent to net amount of in- 
voice), 80 and 5 per cent; iron blued, round 
head, 77% and 5 per cent; brass, flat head, 
75 and 5 per cent; brass, round and oval 
head, 72% and 5 per cent. 

Rolled thread machine screws, stove, iron, 
flat and round, No. 2 and No. 3, 60-10-10 
per cent ; No. 4 and larger, 70-10-5 per cent; 
fillister, No. 2 and No. 3, 55-10-5 per cent; 
No. 4 and larger, 60-10-10 per cent. Brass, 
flat and round, No. 2 and No. 3, 55-10-5 per 
cent; No. 4 and larger, 60-10-10 per cent; 
fillister, No. 2 and No. 3, 50-10 per cent; 
No. 4 and larger, 55-10-5 per cent, 

Cap screws,.75 and 10 per 
screws, 80 per cent. 

Shovels and Spades.—There are still 
good demands for these articles at firm 
prices. Stocks are adequate. 

Jobbers’ quotations, f.0.b. New York: 

Fourth grade long handle shovels, round 
and square point, $11 per doz. 

D handle, round and square point shovels, 
$11 per doz.; D handle spades, $11 per doz. 

Steel Barrows.—Some jobbers report 
broken stocks in this line. The demand 
is still strong and prices firm. 

Jobbers’ quotations, f.o.b. New York: 

Steel contractors’ barrows, with wooden 
frame, 3 cu. ft. capacity, $63.75 per doz. 
Concrete barrows, steel tray with wooden 
handles, 3%- cu. ft. capacity, $84 per doz. 
Tubular steel barrow, 3 cu. ft. capacity, 
$102 per doz.; 4% cu. ft. capacity, $111 per 
doz.; 6 cu. ft. capacity, $154 per doz. 

Stove Pipe—Good business is antici- 
pated in this line early in the fall. 
There is little current interest. Some 
dealers believe that prices in this class 
of goods indicate advancing tendencies. 

Jobbers’ qpotations, f.o.b. New York: 

Black iron stove pipe, No. 28 gage, 12 
lengths in a bundle, 4 in., $1.60 per doz. 
lengths net; 4% in., $1.75 per doz. lengths 
net; 5 in., $1.95 per doz. lengths net: b 
in., $2.25 per doz. lengths net; 6 in., $2.50 
per doz, lengths net. 

Window Glass. — Manufacturers are 
said to be behind in production. The 
demand is very active and prices are 
strong. 

Jobbers’ quotations, f.o.b. New York: 

A single, 84 per cent; B single, 86 per 
cent; A double, 85 per cent: B double, 88 
per cent. List of March 1, 1913. 


cent; set 
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winter merchandise, to be shipped later 
in the season. During the past two 
weeks the number of future orders has 
materially fallen off because of the un- 
certainty caused by the coal and rail- 
road strikes. 

Steel production, especially in the 
Pittsburgh district, has been curtailed 
by coal and transportation conditions, 
which market observers believe will 
eventually be reflected in the hardware 
markets in the form of higher prices. 





Office of HARDWARE AGE, 
1505 Otis Building, 
Chicago, Ill., July 29. 


HE hardware market for this dis- 

trict shows firmer prices. Some 
few advances were made this week, and 
as a whole they followed the general 
upward tendency of the steel and iron 
market. Tires and tubes were re- 
duced to conform to reductions made by 
certain manufacturers. The general 
business in jobbing centers of this ter- 
ritory continues to remain at a high 
level. The figures week by week show 
a considerable gain over the business 
for the same period last year and con- 
sidering this is the usual dull time, the 
sales have been most satisfactory and 
remarkably good. 

The city business continues to be of 
a fill in or pick up nature. Buying is in 
small quantities, but covers a large 
number of items. There is still a ten- 
dency to keep stocks at the lowest pos- 
sible point and make replenishments as 
fast as needed. While individual orders 
are small and quantities for the most 
part are in broken lots, the total at the 
end of the month is surprisingly good. 

So far the rail and coal strikes have 
not affected deliveries to the jobber or 
hindered their shipments to customers. 
Traffic seems to be moving about on 
schedule, but the strikes have forced 
manufacturers to raise prices on ac- 
count of the higher operating costs, and 
these increases have to an exteni been 
noticed in the increased prices asked by 
distributors. 

The entire year has been a good one 
for the jobbers in this section and at 
no time have they been subject to un- 
usually dull periods or drastic cuts. 
Labor is still scarce and the mills re- 
port a very high rate of turnover, 
which adds materially to their costs and 
cuts production. 

Reports have been made that furnaces 
have been banked and others will cease 
operations if coal is not forthcoming. 
The metal consumption continues heavy. 
Demand for structural material is very 
active. Railroad tonnage is showing a 
decrease due to small coal movements. 
Coal prices have increased. General 
merchandise shipments in less than car- 
load lots have shown a good increase. 

The general building activities of the 
country show a 70 per cent increase 
over June of last year. Chicago’s June 
building permits were slightly under 
those of May. It is estimated that July 
figures will be slightly under those of 
June. Chicago retailers have felt a 
quieter tone in buying the last two 
weeks, although the hardware dealers 
feel that much of it is due to vacation 
time and the large number of strikers, 
who are retrenching as far as possible, 
although they are spending considerable 
time around their homes doing repair 
work, which is making some demand for 
hardware. 

Mail order houses are reporting a 
gain in business and orders from coun- 
try merchants, especially those in farm- 
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ing communities, are very good. The 
good crop conditions have had much to 
do with this increase in buying from 
rural districts. Local stocks are being 
maintained in good condition, although 
there have been temporary shortages 
from time to time on seasonable goods. 
Some few items have been hard to ob- 
tain and prolonged strikes may have a 
tendency to accentuate shortages and 
further increase prices. 


Ammunition.—Dealers who did not 
place future orders for firearms and am- 
munition are buying now for immediate 
delivery. There has been a most ap- 
parent pick up in these lines. Factories 
are not shipping as promptly as they 
were a few weeks ago. 


Automobile Accessories.—Sales are 
showing a steady increase. No tendency 
to slow up has been noted. Inner tubes 
have been reduced. 


We quote from jobbers’ stocks f.o.b. 
Chicago: No. 46 Reliable jacks, $2.65 each; 
lots of 10, $2.55 each; twin-cylinder foot 
pumps, $1.35 each; doz. lots, $15: Simplex 
jacks, No. 36, $1.75 each; doz. lots, $1.60 
each; Weed chains, single lots, 25 per cent 
discount; doz. lots, 33% per cent discount ; 
red inner tubes, 30 x 3%, $1.65 each; gray 
inner tubes, 30 x 3%, $1.25 each; Hercules 
giant plugs, 60c. each; Hercules junior 
plugs, 35c. each; Bethlehem spark plugs, 
36c. each; Bethlehem spark plugs, mica 
type, 60c. each; Bethlehem spark plugs. 
standard porcelain type, 58c. ; Splitdorf 
plugs, 58c. each; lots of 100, 56c. each; 
Splitdorf plugs, special for Fords, 50c. each; 
lots of 100, 48c. each; Champion X plugs, 
45c. each; lots of 100, 41c. each; Champion 
0 plugs, 53c. each; lots of 100, 50c. each; 
Ford fan belts, extra quality, 22c. each. 


Axes.—Orders for fall delivery are 
being received in fair volume. Prices 
were recently reduced to the following 
market basis: 

We quote from jobbers’ stocks f.o.b. 
Chicago: First quality single bitted un- 
handled axes, 3 to 4 lb., $10.50 doz. base; 
double bitted, $15.50 doz. base; good qual- 
ity black unhandled axes, same _ weight, 
single bitted, $9.50 doz. base; single bitted 
handled axes, $11.25 to $18.50 per doz., 
according to quality and to grade of handle. 

Bicycles and Tires—Sales of sun- 
dries continue good, but the season has 
not brought out a large business in 


bicycles. 


Bolts and Nuts.—Sales are good and 
some scarcity has been reported. No 
further price changes have been re- 
ported. 


We quote from jobbers’ stocks f.o.b. 
Chicago: Large carriage bolts, 50-5 per 
cent off list; small carriage bolts, 60 per 
cent off list; large sized machine bolts, 
50-10-5 per cent off list; small sized ma- 
chine bolts, 60-10 per cent off list; all stove 
bolts, 75-10 per cent off list; all lag screws, 
60 per cent off list. 


Builders’ Hardware.—No volume of 
stock can be maintained and it is harder 
than ever to get deliveries. Manufac- 
turers of butts and hinges are slower 
on deliveries now. 


We quote from jobbers’ stocks f.o.b 
Chicago: 3% x 3% steel butts, old copper 
and dull brass finish, in case lots, $2.64 
doz. pair; 4 x 4 steel butts, old copper and 
dull brass finish, in case lots, $4.20 doz. 
pair; heavy bevel steel inside sets, case lots, 
$6 doz.; steel bit keyed front door sets, 
$1.40 per set; wrought brass bit keyed 
front door sets, $2.50 per set; cylinder front 
door sets, $6.50 per set. 


Chains.—Sales have been very active 
on all weldless types of light chains. 
Factories report themselves very busy, 
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with prices low and showing firm to 
strong tendency. 


We quote from jobbers’ stocks f.o.b, 
Chicago: %-in. proof coil chains, $8 per 
100 Ib.; weldless coil chain, 50-10 per cent 
off list; No. 00, 4% electric welded cow 
ties, $2.65 per doz. 


Cider-Fruit Presses.—Factories ex- 
pect to be crowded to fill orders, as or- 
ders indicate a large demand, due to 
the large fruit crop. 


Copper Rivets and Burrs.—Demand 
is unusually good. These goods are 
selling close to pre-war basis and are 
considered low, with advances probable. 

We quote from jobbers’ stocks f.o.b. 
Chicago: Copper rivets and burrs, 50 per 
cent discount. 

Cutlery.—Sales on all grades show 
improvement. Butcher knives are mov- 
ing well. Cheap table cutlery has 
started well in rural communities. 
Scissors and shears show improvement. 


Eaves Trough and Conductor Pipe.— 
Demand is very active and higher prices 
are being asked by some manufactur- 
ers. Local prices are firm, but un- 
changed. 

We quote from jobbers’ stocks f.o.b. 
Chicago: 29 gage, 5-in. lap joint eaves 
trough, $4.30 per 100 ft.; 29 gage, 3-in. cor- 
rugated conductor pipe, $4.50 per 100 ft.; 
3-in. corrugated conductor elbows, $1.36 
per doz, 

Files.—Sales are considered good and 
prices are firm. 


We quote from jobbers’ stocks f.o.b 


Chicago: American files, 70 per cent off 
list; Nicholson files, 50-10-10 per cent off 
list; Disston files, 50-10-10 per cent off list ; 
Black Diamond files, 50-10 per cent off list. 

Fireless Cookers.—The demand is 
showing a steady increase and sales 


are ahead of last year. 


Food Choppers.—The demand has 
been very good this season and fall 
business should be brisk. 

We quote from jobbers’ stocks f.o.b. 
Chicago: Universal, No. 0, $12.15; No. 14, 
$15; No. 2, $18.20; No. 3, $24.30. 

Galvanized Ware.—Conditions are un- 
changed, with prices tightening with 
prospect of coal shortage. Extreme 
prices are being withdrawn by distrib- 
utors, as their low priced stocks are ex- 
hausted by the continuous heavy buying 
of retailers. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Competition galvanized water 
pails, 8 qt., $1.75 doz.; 10 qt., $1.95 doz.: 
12 qt., $2.20 doz.; 14 qt., $2.45 doz. Gal- 
vanized wash tubs, No. 1, $5.65; No. 2, 
$6.25: No. 3, $7.35 doz. 

Glass and Putty.—Sales are quieter, 
but there are prospects for greater in- 
creases in demand with the approach of 
late summer and early fall. 

We quote from jobbers’ stocks, 
Chicago: Single strength A and 
strength B, up to 25-in. bracket, 
cent off. Single strength A and single 
strength B, over 25-in, bracket, 85 per 
cent off. Double strength A, all brackets, 
85 per cent off. Double strength B. all 
brackets, 87 per cent off. Putty in 100-Ib. 
kits, $3.65; commercial putty, $3.60; gla- 
ziers’ points, Nos. 1, 2 and 3, one doz. 
packages, 65c. 

Hammers.—A good demand continues 
for all grades, with no price changes. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No, 11% first quality nail ham- 
mers, $12 per doz.; Competitive forged nail 
hammers, $6 to per doz.; cast steel 
hammers, $4 per doz. 


Hatchets.—The demand is steadily 


f.o.b 
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better and is especially good on the 
popular priced goods. No recent change 
in prices has been noted. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Size 2, extra quality broad 
hatchets, $16 doz.; Competitive grade, $12 
doz.; Warranted shingling hatchets, $12 
doz.: Competitive forged shingling hatchets, 
$8 doz. 

Hickory Handles.—Prices on this 
market are exceptionally favorable, 
which insures continuance of the un- 
usually good demand. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 1 hickory axe handles, $3 
doz.; No. 2, $2 doz.; finest selection second 
growth white hickory, $6 doz. ; special white 
growth second hickory, $4.50 doz.; No. 1 
hatchet and hammer handles, 80c. doz. ; 
second growth hickory hatchet and ham- 
mer handles, $1.20 doz. 


Ice Cream Freezers.—Sales continue 
to be good. The open weather has had 
much to do with this line. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: White Mountain, 1-gt., $2.45 each; 
2-qt., $2.85 each; 3-qt., $3. each; 4-qt., 


$4.15 each; ar tae $5.25 each; 8-qt., $6.75 
each; 10-qt., $9 each; 12-qt., $10.80 each. 
Improved Arctic, 1-qt.. $1.90 each; 2-qt., 
$2.20 each; Ey $2.72 each: 4-qt., $3.40 
each; 6-qt., $4.30 each; 8-qt., $5.55 each. 

Ice Skates.—Dealers are sending in 
orders for fall delivery for large quan- 
tities, remembering the difficulty they 
had last season in getting deliveries. 
There is an increase in sales on skating 
outfits for skates with shoes attached. 

We quote from jobbers’ stocks, f.0o.b. 
Chicago: Key clamp rocker, men’s and 
boys’ bright finish, 70c. per pair; key clamp 
hockey, $1.03 per pair; half key clamp 
hockey, women’s and girls’, 96c. per pair; 
half key clamp hockey, women’s and girls’, 
$1.26 per pair. 

Nails.—Sales are holding up steadily 
and are exceedingly good for this time 
of year. While stocks are in good con- 
dition now, a shortage may develop if 
the coal or rail strikes force the mills 
to curtail operations. 


We quote from jobbers’ stocks, f.o.b. 
—— Common wire nails, $3.10 per keg 
ase. 


Oil Stoves.—Sales are still showing 
a remarkable increase. Displays and 
advertising are making money from 
these lines this kind of weather. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 2-burner, less shelf, $10.85 each; 
3-burner, less shelf, $14.25 each; 4-burner, 
less shelf, $18 each; 2-burner shelf, $3.50 
each; 3-burner shelf, $4.25 each; 4-burner 
shelf, $5 each. 


Ovens.—Portable ovens for oil and 
gas stoves have been in exceptionally 
heavy demand. Stocks are in good con- 
dition. 

Paints and Oil.—Paint sales usually 
show a slower tendency at this time of 
year, but are much better than other 
years. Some prices on mixed paints 
have advanced. Linseed oil reduced 3 
cents per gallon. Turpentine advanced 
6 cents per gallon. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Raw linseed oil, 1 to 4 barrels, 
$1.03 per gal.; boiled linseed oil, 1 to 4 bar- 
rels, $1.05 per gal.; raw linseed oil, 5 bar- 
rels or more, 98c. per gal; boiled linseed 
oil, 5 barrels or more, $1 per gal., less 1 per 
cent ten days. Turpentine, $1.43 per gal. 
(in barrels) ; denatured alcohol in barrels, 
40c. per gal.; strictly pure white lead, 100- 
Ib. kegs, 12%c. per Ib.; 50-Ilb, kegs, 12%c. 
per lb.; dry paste in barrels, 6c. per Ib.; 
pure white shellac, 4-lb. goods in gal. cans, 
$4.75 per gal.; pure orange shellac, 4-Ib. 
goods in gal. cans, $4.25 per gal.; English 
venetion red, in barrels, $3.50 and $6.75 per 


Radio—Sales are slow during hot 
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weather, but demand is very great 
considering the small amount sold last 
year. Jobbers are building up their 
stocks, believing that a very great de- 
mand will start in September. 

Roofing.—Sales have been very sat- 
isfactory, due to building activities and 
repair work. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Best grade slate surfaced pre- 
pared roofing. $1.85 per square; Best Talc 
surfaced, $2.25 per square; Medium Talc 
surfaced, $1.60 per square; Light Tale sur- 
faced, 90c. per square. 

Rope.—Sales are quite active and 
prices firm and unchanged. 


quote from jobbers’ 


We stocks, f.o.b. 
Chicago: Highest quality manila 


rope, 





Welcoming the Salesman 


URDER will out, and so will 

a good story when true. 
John J. Armstrong, secretary of 
the Masback Hardware Co., Inc., 
New York, tells us this one. 
During last March preparations 
were under way to hold the sec- 
ond annual Masback reception to 
dealer customers. A large “WEL- 
COME” electric sign was erected 
in the rear of the sales and dis- 
play room. It just happens that 
the sign was hung directly over 
the door of Mr. Armstrong’s of- 
fice, who, by the way, has charge 
of the buying. A manufacturer’s 
salesman came in to see Mr. Arm- 
strong, saw the sign, and walked 
in without further ado. The sec- 
retary was taken slightly aback 
by the unexpected and unheralded 
entrance and even more so by the 
salesman saying: 

“Well, Mr. Armstrong, I have 
had all kinds of treatment and 
experiences with purchasing men 
in the hardware business. I have 
often been shown the door, but 
I’ll be darned if I ever saw a buyer 
hang up a ‘welcome’ sign.” 

N ote.— Salesmen, attention! 
The sign is still hanging there. 
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standard brands, 17%c. to 18%c. per Ib.; 
No. 2 manila rope, 16c. to 16%4c. per Ib. 
base; so-called hardware grade manila 
rope, 12%c. Ib.; No. 1 sisal rope, highest 
quality standard brands, 14%c. to 15%%e. 
per lb. base- No. 2 sisal rope, standard 
brands, 13c. to 14c. per Ib. base. 


Sash Cord.—Local prices advanced 
this week, due to factory advances. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 7 sash cord, standard brands, 
$8.75 doz. hanks; No. 8 sash cord, standard 
brands, $10.25 doz. hanks. 

Sash Weights.—Local prices advanced 
$2 per ton. The volume of orders is 
ahead of the supply. 

We quote from jobbers’ stocks, 
Chicago: Sash weights, per ton, $38. 

Screws.—The new lists were printed 
in HARDWARE AGE July 6. They show 
advances on smaller sizes and reduc- 
tions on larger sizes. Sales are very 
good. The new discounts from the new 
lists are below: 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Flat head bright screws, 81-20 per 
cent new list; round head blued, 7714-20-5 


f.0.b. 
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per cent new list; flat head brass, 75-20-5 
per cent new list; round head brass, 7214- 
20-5 per cent new list; japanned, 7214- 
20-5 per cent new list. 

Solder and Babbitt Metal.—Sales 
volume is good and market is still high, 
both on lead and tin. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Warranted 50-50 solder, $23 per 
100 lb.; medium 45-55 solder, $22 per 100 
Ib.; tinners 40-60 solder, $21 per 100 Ib.; 
high speed babbitt metal, $18 per 100 Ib.; 
gee No. 4 babbitt metal, $8.50 per 100 


Sporting Goods.—Dealers are placing 
their orders early this season for their 
requirements for footballs, basket balls 
and other fall sporting goods. Orders 
for ice skates and ice skating outfits are 
also coming in freely. There is a grow- 
ing tendency for camp outfits for tour- 
ists and the camp stove business is 
showing a large increase this season. 


Steel Goods.—Sales of hay and 
header forks are heavy and stocks are 
getting low. Some jobbers are tem- 
porarily out of a few leading items. 

Steel Sheets.—Mills are very busy 
and prices are strong. Good orders for 
stock sizes can- obtain figures somewhat 
below the general market figures, which 
follow: 


We quote from jobbers’ stocks, f.o.b. 
Chicago: 28 gage galvanized sheets, $5.45 
per ty Ib.; 28 gage black sheets, $4.45 per 





Stove Pipe and Elbows.—Shipments 
have been made to the trade in liberal 
volume on early fall orders. Prices 
were recently advanced about 5 per cent. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: 6-in., 31 gage, $9.75; 30 gage, 
$11.25; 28 gage, $13; 26 gage, $15; 6-in. 


elbows, 30 gage, $1.15; 28 gage, $1.30; 26 


gage, $1.55 per doz. 

Washing Machines. — Sales have 
shown an improvement every month 
this year and continue to improve. 


Wheel Barrows.—Sales are fair and 
prices still unchanged, but strong. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Tubular handle, all steel barrows, 
$6.50 each; angle leg contractors’ barrows, 
$5.50 each; angle leg, garden barrows, $4.50 
each; competitive steel tray barrows, $4 
each. 

Wire Goods.—Business on all of these 
lines is very satisfactory. The wire 
cloth season is over and the prices at 
which future orders will be taken are 
expected to be announced in September 
or October. Stocks of barb wire and 
staples are now complete and sales are 
fairly good. Most of the business on 
these lines is of a pick up nature dur- 
ing the summer months. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 8 black annealed wire, $2.85 
per 100 lb.; galvanized barb wire, $3.75 per 
100 Ib.; 12-mesh black painted wire cloth, 
$1.85 per 100 sq. ft.; poultry netting, 56 
per cent off: galvanized after weaving, 51 
per cent off; catch weight spool galvanized 
cattle wire, $3.75 per 100 lb.; 80-rod spool 
galvanized hog wire, $3.27 per spool; No. 8 
galvanized plain wire, $3.35 per 100 Ib. 


Wrenches.—Sales continue normal 
and the volume is considered good. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Agricultural wrenches, 60-10 per 
cent; engineers’ wrenches, 40 per cent; 
knife handles, 50-10 per cent. 

Wringers.—Many dealers are push- 
ing this line along with washing ma- 
chines. Sales continue to be good. 
Prevailing quotations are 50 cents off 


Lovell’s lists. 
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410 Unity Building, 
Boston, July 29. 


yy one more working day in July, 
New England jobbers of hardware 
are winding up a decidedly satisfactory 
month. There was a period when the 
market appeared to be standing still in 
spots and backsliding in others, but it 
was a short one. Without official fig- 
ures in hand, it is safe to say that book- 
ings will run many thousands of dollars 
ahead of July last year in each in- 
dividual jobbing instance. Contrasted 
with the June showing, the wholesale 
houses in July will do a great deal bet- 
ter than anticipated when that month 
came in. All this business applies to 
seasonable goods. As for the future, 
the outlook is highly encouraging. 
Enough orders for fall goods already 
have been booked to warrant this stand. 

With weather conditions against 
them during the greater part of the 
month, retail hardware dealers 
throughout New England in a majority 
of cases say they are satisfied with 
results. A very common attribute to 
retail business conditions is the tre- 
mendous amount of new building work 
that has been going on in this territory. 
In addition, it is reported that home 
owners of some years’ standing are 


doing more and more of their own 
work. 

From the manufacturing standpoint 
the situation on the surface apparently 
is calm and things are moving along in 


their customary manner. Underlying 
conditions very often are directly oppo- 
site. Manufacturers are beginning to 
experience difficulty and delays in get- 
ting raw material and fuel, as well as 
cars in which to ship their product. If 
conditions in the railroad and coal labor 
world do not materially improve before 
long the industrial situation in this ter- 
ritory may become really serious by 
fall. 

Apple Parers.—One of the leading 
makers of apple parers is out with a 
new price list which shows a slight de- 
cline on some items. The change is so 
slight, however, it is doubtful if job- 
bing houses handling the line will note 
it in their quotations. The jobbers con- 
tinue to report forward business booked 
in satisfactory volume. - The apple crop 
in New England apparently is develop- 
ing rapidly and a little earlier than 
usual, which possibly accounts for the 
gratifying orders being placed with 
wholesale houses here. 

We quote from Boston jobbers’ stocks: 

Apple Parers.—Little Star, $9 per doz.; 
Rocking Table, $12 per doz.; Turntable, $12 
per doz. 

Batteries.—Due to the recent reduc- 
tion in freight rates some of the job- 
bing houses have revised their prices 
on dry batteries, but the action has not 
been general as yet. Another week, 
however, should find the market more 
uniform. The decline is not much— 
something like 14 cents per barrel, con- 
sequently there is little need of a retail 
hardware dealer holding back if he 
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really wants stock. As it is, the sale of 
dry batteries has been remarkably 
good so far this summer, and while it 
has let up a little during the past few 
days, it remains of goodly proportions. 

We quote from Boston jobbers’ stocks: 

Columbia.—In lots of less than twelve, 
40c. each; in lots of twelve to fifty, $35.36 
per hundred; in barrel lots of 125, $30.36 
per 10). 

Iignitor.—In lots of less than twelve, 40c. 
each; in lots of twelve to fifty, $35.36 per 
hundred; in barrel lots, $31.36 per 100. 
Fifty in box, Columbia, $30.74 per 100; 
Ignitors, $31.74 per 100. 

Hot Shot.—In barrel lots, No. 1461, $1.66 
each; No. 1462, $1.66; No. 1561, $1.98; No. 
1562, $1.98; No. 1662, $2.35. 

Assortments.—No. D2, $35.98 each; No. 
D3, $42.25. 

Bits.—A slight reduction in auger bits 
is announced by one of the manufac- 
turers, but so far as can be ascertained 
none of the other makers have changed 
lists. In this particular instance, job- 
bers are of the opinion that the manu- 
facturer’s prices on certain bits were a 
little out of line with the general prod- 
uct. The fact that prices have been 
lowered is interesting, however, in view 
of the general upward tendency of 
hardware values. 


Blankets. — Although a little early, 
some of the retail hardware dealers are 
showing interest in blankets. In ex- 
planation jobbers are inclined to be- 
lieve that the newspaper reports of the 
upward tendency of woolen and cotton 
goods may have had some influence. 
Then, too, it is believed that because 
more automobiles than ever before 
have been registered this year in the 
New England States there will be more 
cars on the road next fall and winter 
than heretofore, and retail dealers may 
be figuring on selling more blankets 
and robes for that reason. 

We quote from Boston jobbers’ stocks: 
Blankets, horse, kersey stable, $1.45 to $1.75 
each; lined burlap, 76-in., $1.80 to $2.20 
each; 80-in., $1.85 to $2.30 each; 84-in., $2.40 
each; street blankets, 76 x 80 in., $1.75 
each; 80 x 84 in., $2 each; 84 x 90 i 
$2.40 to $5 each. 

Bolts and Nuts.—Aside from a firmer 
undertone, without any change in quo- 
tations, little of interest has developed 
in the bolt and nut department of the 
hardware market. Not so long ago the 
jobber was perfectly willing to cut 
prices if he thought he could secure 
business. To-day he is talking entirely 
differently. And, too, there is a feel- 
ing among some of the wholesale trade 
that bolts and nuts may not be plentiful 
after fall. The presumption, of course, 
is that some of the makers will have to 
greatly curtail operations. Going busi- 
ness could be better, but nevertheless 
is very good and more active than it was 
a week back. 


We quote from Boston jobbers’ stocks: 

Machine bolts with H P nuts, % x 4-in., 
smaller and shorter cut threads, 50 per cent 
discount; larger and longer, 45 per cent 
discount; with C T D nuts, 45 per cent 
discount; tap bolts, 10 per cent discount; 
add 10 per cent discount for hexagon heads; 
common carriage bolts, 45 per cent dis- 
count; Eagle carriage bolts, 60 per cent 
discount; stove bolts, 75 per cent discount; 
bolt ends, 50 per cent discount; tire bolts, 
50 per cent discount. 

Nuts, H P, all kinds, 2%c. off list; C P C 
and T, all kinds, 2%c.; check nuts, 1c. off 
list; semi-finished hexagon nuts, 9/16-in. 
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and smaller, 75 per cent discount; larger, 
65 and 10 per cent discount; finished case 
hardened nuts, 60 and 10 per cent discount; 
machine screws, nuts, iron, list; machine 
screws, nuts, brass, 25 per cent discount. 


Canned Heat.—Quite a few of the re- 
tail dealers have been making window 
displays on canned heat the past week 
or ten days, and have increased sales 
considerably. Much of the buying, they 
say, has been by people about to start 
on vacations, the objectives being camps 
where gas and electricity are not 
thrown in with the rent. 


We quote from Boston jobbers’ stocks: 
Sterno, $10.80 per gross, in any quantity; 
Theroz, $14.70 per gross, in any quantity; 
No. 4006, 90c. per doz, net or $10.80 per 
gross; larger size, $2.10 per doz. Sterno 
cooking ware, No, 4001, stand with boiler 
(small), $9 per doz.; No. 4041 (large), $24 
per doz.; 33% per cent discount. Tea 
kettle, with tray, $3.50 net each. Folding 
stoves, single burner, $24 per doz.; double 
burner, $30 per doz.; discount 33% per cent. 

Theroz Cooking Ware.—Paragon burners, 
10c. each; No. 4 burners, $2 per doz.; Con- 
tinental (copper), $4 per doz.; Continental 
(nickel), $3 per doz.; blue flame stoves, two 
burners, $2.35 each; combination mess kits, 
$3.33 each. 

Cooking Ware (Glass).—Quite a lit- 
tle forward business in glass cooking 
ware is beginning to show up. The 
market is by no means active, but the 
volume of orders placed so far has 
created the impression that the gen- 
eral fall buying movement will start 
earlier than usual. 

We quote from Boston jobbers’ stocks: 

Casseroles.—Round, deep, 1-qt., $1.5) 
each, 1%-qt. $1.75; round, shallow, 1-at. 
$1.50, 144-qt. $1.75; round, individual, 8-oz., 
70c.; round, standard, 1-qt. $1.50, 1%-qt. 
$1.75; oval, shallow, beefsteak, 1-qt. $1.50, 
1%-qt. $1.75; oval, standard, l-qt. $1.50; 
1%-qt. $1.75. 

Pudding dishes.—Round, deep and round, 
standard, 1-qt. 85c. each, 1%4-qt. $1, 2-qt. 
$1.20; oval, shallow and oval, standard, 
l-qt. 85c. each, 14-qt. $1, 2-qt. $1.20. 

Baking dishes.—Oval, shallow, 9-oz., 40c. 
each; 12%-oz., 55c.; 18%-oz., 60c.  Indi- 
vidual pie dish, round, 6-0z., 25c. each; 
8-0z., 30c.; 12-0z., 40c. 

Pans.—Bread, 90c. and $1.50 each; bis- 
cuit, 85c. and $1.25; cake, round, 75c., 
square, $1 and $1.50. 

Pie plates.—Narrow rim, 75c. and 9c. 
each; wide flange, 50c. to $1.10. 

Custard cups.—Round, 4-0z., 20c. each; 
6-0z., 25c.; oval, 5-oz., 30c.; French pattern, 
4-02., 20c.; 6-02., 25c. 

aoe pots.—Round, $1, $1.75 and $2.50 
eacn, 

Terms.—Jobbers’ terms are 33% per cent 
off list. 


Drills.—All kinds and makes of 
drills are moving out of jobbers’ stocks 
in a satisfactory manner. In addition 
to a good demand from manufacturing 
interests, many towns and cities are 
beginning to get in school supplies for 
the winter months, and some of the ma- 
chine shops are buying future require- 
ments more freely, which is taken as an 
indication business with them is better. 
Collectively, therefore, the call is wide- 
spread. Jobbers are beginning to feel 
that possibly prices will be higher be- 
fore long. Nobody appears to have 
anything definite on which to base this 
statement, but the fact that the talk is 
quite general among the trade is sig- 
nificant. 


We quote from Boston jobbers’ stocks: 

Drills. — Carbon, sizes up to 1%%-in.. 
tapered and straight shank, 70 and 10 per 
cent discount; bit stock drills, 60 and 5 per 
cent discount; center drills, 65 and 5 per 
cent discount; drills and countersinks com- 
bined, 30 per cent discount; ratchet drills, 
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35 per cent discount; wood boring brace 
bits, 50 per cent discount; high speed drills, 
50 and 10 per cent discount; jobbers, letter 


and number sizes, 50, 10 and 5 per cent 
discount. 

Reamers.—Bit stock, 30 per cent dis- 
count; bright square and T § standard 
makes, 65 per cent discount; chucking, 25 
per cent discount; tapered pins, 40 per cent 
discount; escutcheon pins, 45 per cent dis- 
count; small fluted rose and socket ream- 
ers, 20 per cent discount. 


Electrical Goods.—One of the leading 
New England manufacturers of heating 
devices has issued a new list on same, 
which shows numerous advances vary- 
ing slightly in proportions. Due to the 
fact that many connected with the elec- 
trical goods departments are away on 
vacation, local jobbing houses have not 
revised their quotations, but probably 
will within another week or so. 


We quote from Boston jobbers’ stocks: 

irons.—Hotpoint, 30 per cent discount. 
Damanco, in lots of five or more, $3.35 
each; in lots of less than five, $3.50 each; 
Sheldon, $3.25 net each; Universal nickel 
plated, No. 901, $7.50 each; No. 902, $6.75; 
No. 905, $6.75; No. 708, $8.75; No. 9021, 
$6.50; No, 9023, $6.25; No. 9051, $8. Dis- 
count, 30 per cent; 12 pieces or more, 30-5 
per cent, 24 pieces or more, 30-74% per cent. 

Heaters.—Hotpoint, 30 per cent discount; 
Universal, No. 9952, sunburst type, $11.50 
list; discount, 30 per cent. 

Percolators.—Coffee, University, No. 9166, 
nickel, $22; copper, $23.50; silver, $26.50 
each; No. 9169, nickel, $24.50; copper, $26; 
silver, $29; No. 159, $2.50 each net. Dis- 
count, 30 per cent; 12 pieces or more, 50-5; 
24 pieces or more, 30-7% per cent. 

Toasters.—Universal, nickel, No. 945, 
$7.50 each; No. 946, $6.75. Discount same 
as on other goods. Reverso, $5.75 net each; 
Star, $3.76 net each. 

Grills.—Universal, nickel, No. 984, $12.50 
each; No, 982, $11.50. Discounts same as 
on other goods. 

Heat-Pads.—Universal, 


nickel, No. 9940, 


$10.75 each. Discount same as on other 
goods. 
Curling trons.—Universal, nickel, No. 


9901, $6.25 each; No. 99011, $6.75. Discounts 
same as on other goods. 

Ranges.—Two burners, 
oven, No. 9688, $31.50. 
cent, 


and 
per 


with grili 
Discount, 30 


Thermax Line.—Curling iron, $36 per 
doz.; household irons, $40; toasters, $40: 
heating pads, $40 and $60; percolator, $60; 
disc stove, $69; radiator, $72; grill, $80; 
waffie iron, $97. 

Files—The same conditions prevail- 
ing in the market for drills applies to 
files, which are moving in_ better 
volume than noted before in many 
weeks. Jobbers, who earlier in the year 
were fearful that their stocks were 
excessive, are now beginning to wonder 
if they have enough goods on hand to 
meet demands. The entire situation is 
so very much better the wholesale trade 
is quite optimistic. 

We quote from Boston jobbers’ stocks: 

Files.—Nicholson and Black Diamond, 60 
per cent discount; Great Western, Arcade, 
Kearney & Foote and American, 65, 10 and 
5 per cent discount; X. F., 12% per cent 
discount. 

Rasps.—Heller, 75 and 10 per cent dis- 
count; Superior, etc., 80 per cent discount; 
Stokes, 75 and 10 per cent discount. 

Garage Equipment.—Heavy hard- 
ware firms handling garage equipment 
say business is picking up in remark- 
ably good shape. The demand is for a 
general line of stock and not for one or 
two items, which is one of the most en- 
couraging features of the situation. 

Glass.—Jobbers are still selling large 
quantities of window glass for fall de- 
livery. One of the most active houses 
here says sales are far in excess of 
anything on their records, which would 
Seem to indicate that retail stocks, in 
Some instances at least, got quite low 
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or will have by the time the retail de- 
mand starts in the fall. 


We quote from Boston jobbers’ stocks: 

Window Glass.—Single A, 25-in. bracket, 
86 per cent discount; all above 25-in. 
bracket, 83 per cent discount; double A, all 
sizes, 84 per cent discount. Third quality, 
single B, first bracket, 88 per cent discount; 
all above, 86 per cent discount; double B, 
all sizes, 87 per cent discount. 

Vitro-marble Glass.—,-in., 69c. 
ft.; ys-in., 8lc. 

Skylight Glass.—Rough or rolled, %-in. 
thick, 14c, per sq. ft.; #y-in. thick, 19c. per 
sq. ft.; %-in. thick, 24c. per sq. ft.; wired 
glass, 28c. per sq. ft. 


Heaters.—The fall and winter of 1922 
possibly will be a banner season in heat- 
ers. There will be a lot of people, espe- 
cially in the large cities, who will be un- 
able to secure sufficient anthracite or 
coke to keep their homes warm next 
fall and winter and will have to depend 
upon heaters for comfort. 


Iron and Steel.—There has been a 
general marking up on many kinds of 
iron and steel carried by the New Eng- 
land jobbing houses. For instance, toe 
calk steel has been advanced $1 per 
100 lb.; steel bands 6 in. wide x '% in. 
thick, 72 cents; bands 6 in. wide x 3/16 
in. thick, 57 cents; plain round and 
square concrete bars, 25 cents; plates, 
16% cents; soft steel bars, flats, de- 
formed bars, structural steel, tire steel, 
hoop steel, half rounds, ovals and 
bevels and refined iron, 15 cents. On the 
other kinds of iron and steel prices re- 
main as heretofore. Quite a decided 
improvement in the movement of iron 
and steel out of local stocks, at least, is 


per sq. 


reported. In fact, business is on a 
larger scale than at any previous time 
this year. 

We quote from Boston jobbers’ stocks: 


lron.—Refined, $2.75% per 100 Ib. base; 
best refined iron, $4.25; Wayne iron, $5.50; 
Norway iron, $6 to $6.50. 

Steel.—Soft steel bars, $2.75% per 100 Ib. 
base; flats, $3.40%; concrete bars, plain, 
stock lengths, $2.90; angles, channels and 
beams, $2.75%; tire steel, $4.15 to $4.50; 
open-hearth spring steel, $4.50 and $6; steel 
bands, $3.90; steel hoops, $4.40; cold rolled 
steel, $3.50 to $4; toe calk steel, $6. 

Nails.—Buying of nails apparently is 
limited to immediate requirements, say 
the jobbers, but the volume of orders 
received daily is fully up to standard. 
Prices have not changed for a long time, 
inasmuch as jobbers, prior to the ad- 
vance some months ago by the mills, 
bought enough to carry them along for 
some time. 

We quote from Boston jobbers’ 
Wire nails, per keg from the store, 
base, f.o.b. Boston; direct from mill ship- 
ments, in car lots, $2.50 per keg base; 
in less than car lots, $2.75 per keg base; 
cut nails, $3.90 per keg base; galvanized 


cut nails, $7.50 base. Cement coated nails, 
2.75 per keg base. 


stocks: 
® OF 


veo 


Paints.—In a wholesale way the paint 
market is not especially active. Re- 
tail dealers, on the other hand, say the 
demand is entirely satisfactory and 
that they look for continued good busi- 
ness till after fall. Prices have lost 
all symptoms of weakness. The big 
paint people feel that values are more 
likely to advance than decline. 

Potato Diggers.—Orders are coming 
into the wholesale market in good 
volume. It is quite evident that many 
retail dealers doing business in farming 
districts had allowed their stocks of 
such tools to dwindle to smal! propor- 
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tions. Prices are reported as firm and 
unchanged. 


We quote from Kc ston jobbers’ 
Potato hooks, five-tine, $10.30 per 
six-tine, $11.20 per doz. 


Pliers.—The Smith & Hemenway 
Co., Inc., Irvington, N. J., has issued a 
new list, which shows a revision in 
prices on certain items in its plier, putty 
knife, hand vise lines, etc. The demand 
for pliers is good, all things considered, 
especially those sizes used around auto- 
mobiles. 

Sheets.—Jobbers have advanced blue 
annealed sheets 15 cents per 100 Ib., but 
have made no change in black or gal- 
vanized. The demand for all kinds of 
sheets is excellent. 

We quote from Boston jobbers’ stocks: 
Sheets, No. 10 blue annealed, $3.90 per 100 
i 28, black, $4.90; No. 28 galvanized, 
a. . 

Sleds.—Many orders for sleds have 
been placed for forward shipment. Job- 
bers are making a special effort to get 
retail dealers to cover their require- 
ments this year. Last year, it will be 
recalled, some of their old-time custom- 
ers waited until just before Christmas 
before sending in their orders. As a 
result the retail dealers had to get along 
with less stock than desired and con- 
sequently lost out of a chance to make 
a dollar. 

We quote from Boston jobbers’ stocks: 

Sleds.—Allen Flexible Flier line, from 
stock 33% per cent discount; from fac- 
tory, 35 per cent discount f.o.b. Philadel- 
phia; Paris Mfg. Co. line, 40 per cent 
discount from list. 

Rope.—Manila and sisal rope con- 
tinues in demand, although the move- 
ment is considerably less than a month 
back. Prices on all kinds of twine are 
firm, and on hemp about '4 cent a pound 
higher. 

We quote from Boston jobbers’ stocks: 

Rope.—Manila, 20c. per Ib. Sisal rope, 
17c. per lb., base. 

Twine.—Wool, l6c. per Ib. in full bales; 
cotton, No. 1, 46c. per Ib.; hemp, No. 18, 
36%4c.; No. 24, 35%c. per Ib. 

Toys.—The fact that some of the toy 
manufacturers held a get-together up 
in Vermont recently has awakened job- 
bing interest in the toy market. Job- 
bers say retail dealers up to date have 
shown little interest in the market, or 
at least little forward business has come 
to light. 


stocks: 
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We quote from Boston jobbers’ stocks: 
Erectors.—No. 000, 10c. each; No. 00, 25c.; 
No. 0, 50c.; No. 1, $1; No. 3, $3; No. 4, $5; 
No. 7, $10; No. 8, $20; No. 10, $30. Dis- 


count, 33% per cent. 

Motors and Accessories.—No. P52, two 
terminal battery motor, $1 each; No. P53, 
$1.50; No. P58, four terminal battery motor, 
$1.50; No. P60C, transformer, $5. Discount 
$314 per cent. 


Washers.—New England manufactur- 
ing interests have advanced wrought 
steel washers because of an “increasing 
demand and a shortage of material.” 
Jobbers’ prices have not been revised 
on this particular line, the trade being 
inclined to wait and see what other 
manufacturers do in the matter of 
prices. The demand for washers in gen- 
eral is on the mend and a considerable 
tonnage has been moved within the past 
fortnight. In fact, the market is more 
active than at any previous time this 
year. 


We quote from Boston jobbers’ stocks: 
Cast washers, %-in. and smaller, 5c. 
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per lb.; larger, 4%c. per lb.; cut washers, 
200-lb. kegs, list less $4.50 per keg.; mal- 
leable washers, 15c. per Ib 


Wrenches.—Further improvement in 
the movement of wrenches out of stock 
is noted. The best feature of the mar- 
ket is the fact that heavy wrenches and 
kinds used in shops, which heretofore 
have sold slowly, are beginning to have 
a good call. 


Office of HARDWARE AGE, 
1002 Park Building, 
Pittsburgh, July 31. 


RODUCTION of steel has been de- 

creasing, since July 1, at a more 
and more rapid rate. The high point 
in the year in production was reached 
late in June. By the first week in July 
the congestion that began to develop 
on the railroads hauling West Virginia 
and Kentucky coals about the middle 
of June began to be felt, particularly 
at by-product coking plants which had 
recourse to the southern coal when the 
general coal strike started April 1 at 
union mines and sympathetic strikes 
developed in the Connellsville region. 
Railroad congestion increased rapidly 
after July 1, when the railroad shop- 
men’s strike was inaugurated, and in 
the past fortnight the steel mills and 
by-product ovens, as a whole, have been 
receiving little coal. The priority sys- 
tem for coal movement established last 
week will result in the mills and ovens 
receiving less coal still. 

Blast furnaces have been banking or 
blowing out right and left, particularly 
in eastern Pennsylvania and the Mahon- 
ing and Shenango valleys. Thus far 
there has been little decrease in opera- 
tions in the immediate Pittsburgh dis- 
trict, but this is certain to follow, and 
the Lake Erie front and the Chicago 
district cannot escape. The continuance 
of operations hinges chiefly upon the 
existence of stocks, some mills and by- 
product ovens having stocks up to about 
30 days, others having practically no 
stocks. 

Thus far the production of steel has 
been curtailed by fuel and transporta- 
tion conditions more than the consump- 
tion of steel, evidenced by the fact that, 
while receipts of steel by jobbers and 
manufacturing consumers have de- 
creased, little if anything is heard of 
building or manufacturing operations 
being curtailed on account of lack of 
steel. The next development no doubt 
will be a slowing down in these opera- 
tions on account of coal and transpor- 
tation conditions, 

In some respects physical conditions 
bear a resemblance to those of 1920, 
when steel production was restricted 
and transportation was poor, but the 
attitude of men is entirely different. 
Sellers are indisposed to advance prices 
to any great extent, while buyers are 
quite indisposed to bid against each 
other for such material as is offered for 
sale. There is a little more paying of 
delivery premiums for some products, 
such as merchant bars and sheets, but 
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We quote from Boston jobbers’ stocks: 
Drop forged wrenches, 40 per cent dis- 
count; agricultural wrenches, 60 and 10 
per cent discount. 


Zine.—Prices on zinc have declined 
another 4% cent a pound all around. 
The trend of the market has been down- 
ward since November, 1921, and since 
then has had an aggregate setback 
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the tonnage thus involved is not large. 
It is merely a greater percentage of 
the total turnover, for the transactions 
in late deliveries have become light. 

Not a few of the regular buyers from 
mill, being unable to obtain prompt mill 
shipment, have turned to warehouses, 
even to the extent of offering carload 
orders, The warehouses operated by 
mills are endeavoring to avoid taking 
such business, feeling it their duty to 
preserve their stocks and facilities for 
regular warehouse trade. 

Steel producers view with dissatis- 
faction the interruption to the orderly 
transaction of business made by the 
continuance of the coal strike and the 
inception of the railroad strike a month 
ago. The steel trade was getting very 
nicely on its feet in the earlier months 
of the year, with constantly increasing 
demand and consumption, and with a 
recovery from the profitless prices that 
had ruled in some lines, but with prices 
on no steel mill product above a rea- 
sonable basis. Thus there was fur- 
nished ground for confidence on the 
part of buyers and a continuance of 
active business in autumn, after the 
usual summer lull in buying, though not 
in production or consumption, was prom- 
ised. Now the entire program is upset. 
Steel prices may remain firm, or even 
advance, but the steel producers would 
much prefer to have a strong market 
produced by heavy consumption, under 
conditions advantageous tp the consum- 
ers. 

The- absolute minimum on _ bars, 
shapes and plates for mill shipment, 
even for very indefinite shipment, is 
now 1.70 cents, whereas until recently 
1.60 cents was being done on the most 
desirable orders. Other prices are not 
quotably changed, but the basis prices 
of 2.40 cents on blue annealed sheets, 
3.15 cents on black sheets and 4.15 cents 
on galvanized sheets have become al- 
most nominal, there being very few sell- 
ers at these prices and then only under 
exceptional circumstances. 

Iron and Steel Bars.—While 1.60 
cents has entirely disappeared as a mill 
price on steel bars, even 1.70 cents does 
not insure anything like early delivery, 
but is rather a price for shipment at 
mill convenience. For early delivery 
prices of 1.80 cents and higher have 
been going, but with coal supplies now 
so scant, it is a question whether any 
mill will promise delivery at any par- 
ticular time on new orders. The Pitts- 
burgh warehouse price is 2.45 cents, as 
advanced $3 a ton on July 19, bands 
being 3.00 cents. There is nothing do- 
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amounting to 4 cents a pound. Jobbers 
are of the opinion the market has just 
about discounted everything it possibly 
could and that from now on prices will 
do better. 

We quote from jobbers’ stocks: 

Zinc.—In 600-lb. casks, 8%c. per Ib.; in 
200-lb. casks, 8%c. per Ilb.; in 100-lIb. 
casks, 9c. per lb.; in less than 100-lb. casks, 
91%c. per Ib. 


ing in iron bars, mills being hardly in 
position to take orders for definite de- 
livery. 

Local jobbers now quote steel bars rolled 
from billets at 2.35c. to 2.50c. depending 
on the order; reinforcing bars rolled from 
billets, 2.25c. to 2.50c., from oid rails, 2c. to 
2.15¢c.; refined iron bars, 2.15c. to 2.35c., the 
higher prices being for large lots and the 
lower for small lots. 


Iron and Steel Pipe.—Business has 
been coming in freely to mills, but the 
mills have become very particular as 
to what they will accept, being anxious 
to distribute their restricted output to 
points where it will be most useful. 
The call for butt weld pipe is particular- 
ly strong. Mills have been rated as 
being from eight to twelve weeks be- 
hindhand in shipments of butt weld, but 
that was against their recent rate of 
operation, and with production slowing 
down the time is extended. One-inch 
black and half-inch galvanized are the 
scarcest items. Some buyers who usu- 
ally purchase from mill are placing 
carload orders with warehouses in order 
to secure delivery. 


Local jobbers quote steel pipe in small 


lots from stock as follows: 
Black Galv. Black Galv. 


$7.56 


Rivets.—The regular price on rivets, 
advanced $3 a ton June 7, has now been 
advanced $5 a ton, July 24, making 2.65 
cents for button head structural rivets 
and 2.75 cents for cone head boiler riv- 
ets. Rivet makers have been having 
much difficulty in getting deliveries of 
steel, while they are now certain to run 
quite short of steel, and delivery prom- 
ises are practically withdrawn. 

Sheets.—At the beginning of July the 
sheet mills were sold ahead, on an aver- 
age for nearly three months, based on 
about an 85 per cent operation. Now 
they have approximately as much ton- 
nage on books, but their production has 
been averaging only about 75 per cent 
and this is likely to be cut down sharp- 
ly in the next few weeks, so that in 
point of time the mills are sold far- 
ther ahead. While the basis prices of 
2.40 cents for blue annealed, 3.15 cents 
for common black and 4.15 cents for 
galvanized have not disappeared, they 
have become practically nominal as 
there are scarcely any sellers at these 
prices, and then only for altogether in- 
definite delivery. To secure even 4 
promise, not an assurance, of delivery 
in anything like the near future, one 
must pay about 2.50 cents for blue 
annealed, 3.30 cents for black and 4.30 
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cents for galvanized, and even higher 
prices have been done. Thus the mar- 
ket has recovered from the weakening 
tendency it was exhibiting two or three 
weeks ago. 

Tin Plate—Additional orders of some 
consequence have come out in the past 
ten days, in connection with the can- 
ning crops, which are nearly all proving 
still better than was expected. The 
fruit and vegetable pack of Southern 
California will be the largest on record. 
There is scarcely any buying of tin plate 
except in connection with food crops. 
On account of steel, fuel and labor 


Office of HARDWARE AGE, 
604 Mercantile Library Bldg., 
Cincinnati, July 29. 


USINESS continues brisk, and 

downtown dealers in particular re- 
port a very good month. Seasonable 
goods continue to be the best sellers, 
but jobbers report that more interest is 
being taken in futures than has been 
the case up to this time. 

Strange to say, the railroad situation 
has not affected the hardware trade 
as yet. Shipments are coming in on 
schedule, but some manufacturers are 
falling behind on deliveries owing to 
press of orders and the fact that stocks 
were allowed to run down completely, 
so that all goods now being shipped 
must first be manufactured. 

The price situation, in view of the 
general unsettled condition of business 
throughout the country as a result of 
the rail and coal strikes, is entirely sat- 
isfactory. During the past two weeks 
local jobbers report that they have re- 
ceived very few changes, and these only 
by way of readjustment. They are well 
pleased with general conditions, and 
are particularly elated that the ten- 
dency so frequently noted in times of 
stress to mark up goods is now con- 
spicuous by its absence. It is sincerely 
hoped by the trade that a runaway mar- 
ket will be avoided. 

The automobile accessory branch of 
the trade has enjoyed a splendid sea- 
son. With the vacation season in full 
swing, the demand for summer acces- 
sories is at its height, and sales during 
the past fortnight have been heavy. 
Winter accessories are now being in- 
quired for, and the outlook for the best 
year ever seen in the accessories branch 
is very favorable. 

Collections are good, practically all 
of the dealers discounting their bills. 

Axes. — Local jobbers report orders 
for fall shipment coming in with more 
frequency. Prices are very firm. 


Automobile Accessories. — The de- 
mand for summer accessories is heavy, 
tires, luggage carriers and camping 
outfits being the leaders. Prices are 
practically stationary, the only change 
of consequence reported during the 
week being a reduction of 5 per cent on 
copper cylinder head gaskets. Jobbers 
report deliveries rather slow from some 
manufacturers, but whether this is due 
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scarcity, production is barely main- 
tained at 75 per cent of capacity, and 
there are orders sufficient to maintain 
this rate well into September, if physi- 
cal conditions do not prevent. The 
market is firm on the basis of $4.75 for 
100-lb. cokes. 


Wire Products—Mill shipments of 
nails have been maintained on a satis- 
factory basis up to date, but the future 
of operations is so uncertain that de- 
liveries may be delayed. Nail demand 
has been quite heavy for the season of 
year, demand in other wire products 
being of moderate proportions. 


CINCINNATI 


to the railroad situation or the sold-up 
condition of the factory, it is hard to 
determine. Recent reductions of some 
tire manufacturers have had the effect 
of stimulating sales to some extent. 


Bale Ties.—Jobbers report an acute 
shortage of bale ties, the demand for 
which is very heavy at firm prices. 


We quote from Cincinnati jobbers’ 
stocks: 9 ft. No. 15, $1.18 per bundle; 9% 
ft. No. 15, $1.24 per bundle; 9 ft. No. 14, 
$1.35 per bundle; 9% ft. No. 14, $1.42 per 
bundle, 


Builders’ Hardware. — Construction 
work during the first half of the year 
was the heaviest in the history of the 
city, permits for over $10,000,000 worth 
of building construction having been 
granted. With the exception of two or 
three large projects, practically all of 
the permits were for residences and 
garages. The result of this boom has 
been that jobbers and dealers are en- 
joying a huge trade in builders’ hard- 
ware, the sales of which have been un- 
precedented. Prices are very firm, and 
while manufacturers are somewhat be- 
hind in deliveries of some items, job- 
bers’ stocks are in fair shape to take 
care of practically all demands. 


Bolts and Nuts.— The demand for 
bolts and nuts is showing a steady in- 
crease, railroad companies having been 
fair “spot” buyers during the past two 
weeks. The factory trade is also show- 
ing more activity. Prices are very firm, 
recent advances being well maintained. 


We quote from Cincinnati jobbers’ 
stocks: Machine bolts, small, 65 off; large, 
60 off; carriage bolts, small, 50 and 10 off; 
large, 50 off; stove bolts, 75 off; semi- 
finished nuts, ¥ and smaller, 75 and 10 
off; larger sizes, 70 and 10 off. 


Canning Supplies. — With the rapid 
approach of the canning season, the 
demand for supplies is showing some 
life. Preserving kettles are now in fair 
demand, and dealers handling preserv- 
ing jars report considerable interest. 

Drills.—The demand for drills has 
shown a slight falling off, due undoubt- 
edly to a slowing-up of operations in 
the iron-working trades. Sales, how- 
ever, are fair, with prices firm. 


We quote from Cincinnati jobbers’ 
stocks: Carbon drills, 70 and 5 off; high 
speed drills, 50 and 5 off. 


Eaves Trough and Conductor Pipe.— 
No change in prices has been made, and 
it is expected that present prices will 
continue in effect for some time to 
The demand continues heavy. 


come. 
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Jobbers quote from stocks, f.o.b. Pitts- 
burgh, as follows: Wire nails, $2.75 base 
per keg; galvanized, 1 in. and longer, in- 
cluding large head barbed roofing nails, 
taking an advance over the price of $1.25, 
and shorter than 1 in., $1.75; bright Bes- 
semer and basic wire, $2.50 per 100 Ib.; 
annealed fence wire, Nos. 6 to 9, $2.50; gal- 
vanized wire, $3; galvanized barbed wire, 
$3.25; galvanized fence staples, $3.25; 
painted barbed wire, $2.75; polished fence 
staples, $1.75; cement coated nails, per 
count keg, $2.25 to $2.35; these prices be- 
ing subject to the usual advance for the 
smaller trade, all f.o.b. Pittsburgh, freight 
added to point of delivery, terms 60 days 


net less 2 per cent off for cash in 10 days. 
Discounts on woven wire fencing are 73 
per cent off list for carload, 72% per cent 
off for 1000 rod lots, and 71% per cent off 
for small lots, f.o.b. Pittsburgh. 








We quote from Cincinnati jobbers’ 
stocks: 28-gage, 5-in. eaves trough, $4 per 
100 ft.; 28-gage, 3-in. corrugated conductor 
pipe, $4.25 per 100 ft.; 3-in. corrugated 
conductor elbows, $1.51 per doz. 


Farming Tool Handles.—The demand 
for farming tool handles is showing a 
very decided improvement, and sales 
during the past fortnight have been en- 
tirely satisfactory. Hay fork handles 
were in much demand. Prices are very 


firm. 

We uote from Cincinnati jobbers’ 
stocks: Straight hay forks, 5% ft., $3.10 
per doz.; 6 ft., $4 per doz.; 7 ft., $6 per 
doz.; bent hay forks, 5% ft., $3.65 per 
doz.; 6 ft., $4.65 per doz.; long manure 
forks, $2.65 per doz.; same with straps, 


$4.65 per doz.; D shovel handles, $4.45 per 
doz.; D spade handles, $4.25 per doz.; cot- 
ton hoe handles, $2.15 per doz.; rake hand- 
les, $2 per doz. 

Files.—No change is noted in the de- 
mand for files, which is still considered 
fair. 

Cincinnati jobbers quote: Nicholson files, 


60 and 5 off; other makes, 70 off. 

Glass.—The demand for window glass 
is heavy, and local jobbers report that 
if present indications hold, the year 
will be one of the best in their history. 
Prices are strong. 

We quote from Cincinnati jobbers’ 
stocks: single strength A, 87 per cent dis- 
count; double strength A, 88 per cent dis- 
count. 

Galvanized Ware.—The demand for 
galvanized ware continues good, and 
while no particular line can be singled 
out for special activity, coal hods for 
fall delivery are showing a lot of inter- 
est. Prices, which were expected to 
show an advance, remain unchanged. 

We quote from Cincinnati jobbers’ 
stocks: Galv. pails, 10-qt., $2; 12-qt. $2.25 


14-qt., $2.50; 16-qi.. $3.25; galv. tubs, No. 
0, $4.75; No. 1, $5.75; No. 2, $6.50; No. 3, 
$7.60, all prices per doz. 

Garden Hose.—A long stretch of dry 
weather has been a boon to dealers in 
garden hose, the demand for which dur- 
ing the past fortnight has been very 
heavy. Prices show no change. 

Levels.—With the large amount of 
construction work in progress, and the 
number of men entering the building 
trades, the demand for levels has been 
very heavy. Downtown dealers, mak- 
ing a specialty of carpenters’ tools, re- 
port this year as one of the best in 
their experience. Prices are well main- 
tained. 

Nails.—Nails are in much better de- 
mand, and local jobbers report orders 
during the past two weeks to be in 
much heavier volume than for some 
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time. Stocks are in good shape and 
mill shipments are coming through with 
great regularity. While the price ten- 
dency is upward, no changes have been 
made by local jobbers, and it is said 
that present prices will hold at least 
through the third quarter. 

We quote from Cincinnati jobbers’ 
stocks: Common wire nails, $2.85 per keg 
base; cement coated nails, $2.40 per keg 
base. 

Paints and Oils—The paint market 
is showing a wonderful record, sales to 
date this year being of heavy propor- 
tions. Prices, too, are very strong. 
The demand for linseed oil and turpen- 
tine is also good, and while prices have 
a tendency to fluctuate, the local market 
to-day is quoted at the same prices in 
effect two weeks ago. 


We quote from Cincinnati jobbers’ 
stocks: Linseed oil, in carload lots, $1.07 
per gallon; turpentine, in carload lots, $1.21 
per gallon; mixed house paints, $2.60 per 
gallon; white and red lead, 13c. per Ib., 
with lots of 500 lbs. taking an extra 10 per 
cent discount. 


Roofing Paper.—Local jobbers report 
the demand for roofing papers still 
heavy, and sales during the past fort- 
night have been a little above normal. 
Prices are firm and unchanged. 

Rivets.—Recent advances of approxi- 
mately 5 per cent in rivet prices, made 
by a number of manufacturers, have 
not yet been reflected in local jobbers’ 
quotations, who continue to quote all 
sizes at 60 off. 


Office of HARDWARE AGE, 
3725 Colfax Avenue, So., 
Minneapolis, Minn., July 29. 


tapes hardware sales are showing 
a slight decline, as is usual just at 
midsummer season. Dealers in general 
describe business as very good, every- 
thing considered. 

Jobbers report some interest being 
shown by dealers for fall goods. Pos- 
sibility of freight delays is helping to 
stimulate some of this business. The 
railway strikes are tending to slow up 
business somewhat, as railway men are 
only buying absolute necessities until 
they know what the outcome is to be. 

While there is plenty of money to be 
had for financing building and other 
business operations, collections seem to 
be about as slow as they have been for 
some months past. 

The harvesting of crops is well under 
way, and this has slowed up country 
business a little, as farmers are too busy 
to drive to town for anything but urgent 
needs. 

Builders’ Hardware.—There is still 
a very substantial volume of business 
in builders’ hardware, and the demand 
promises to keep up well into the win- 
ter, judging from the present building 
activities. 

Axes.—Sales are only of fair volume 
and there is no great demand. Prices 
are firm. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Medium grades, single bit, 
base weights, $11.50 per doz.; double bit, 
$16.50 per doz. 
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Rope.—Local jobbers report the de- 
mand for rope as continuing strong, 
with prices showing a tendency to ad- 
vance. However, no changes have been 
made as yet. 

Cincinnati jobbers quote: Best grades 
Manila rope, 18%c. per lb.; sisal, 11%%c. |b. 

Screws.—The demand for screws is 
showing steady improvement. The new 
list, recently issued, is now pretty gen- 
erally in effect. 

We quote from Cincinnati jobbers’ 
stocks: Machine screws, 65 and 10 off; 
cap screws, 70 and 10 off; set screws, 75 
off; coach screws, 60 off; wood screws, 80 
and 20 off. 

Sheets.—Jobbers report a heavy de- 
mand for both black and galvanized 
sheets, with blue annealed also showing 
an increased movement. Prices, which 
were expected to show an advance, re- 
main as last quoted. 

We quote from Cincinnati jobbers’ 
stocks: 28-ga. black sheets, 4.50c. lb.; 28- 
ga. galvanized sheets, 5.50c. lb.; No. 10 
blue annealed sheets, 3.60c. Ib. 

Sporting Goods.— This season has 
been a good one for the sale of sporting 
goods. Orders are now coming in for 
fall goods, and rifles, ammunition, 
camping outfits, hunting togs, etc., are 
commencing to move from _ jobbers’ 
stocks. 

Stove Pipe.— While an increasing 
number of orders are being booked for 
fall delivery, the bulk of the business 
will not be placed for a few weeks at 


TWIN CITIES. 


Bolts.—Demand for bolts is showing 
a steady gain, especially such as are 
used by the automobile industry and re- 
pair shops. Prices have shown no fur- 
ther change. 


-We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Small carriage bolts, 50-10 
per cent; large carriage bolts, 45 per cent; 
small machine bolts, 50-10-10 per cent; 
large machine bolts, 50-10 per cent; stove 
bolts, 75-10 per cent; lag screws, 60 per 
cent. 

Brads.—Sales continue to be of good 
volume and prices remain as last 
quoted. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Brads, in standard packages, 
75 per cent from lists. 


Churns.—Very little activity is noted 
in sales of churns. Prices remain as 
last recorded. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Belle, barrel type, churns, 
40-5 per cent from list. 

Eaves Trough, Conductor Pipe and 
Elbows.—Demand continues to be quite 
active and a good volume of business is 
being obtained. Prices continue firm. 


We uote from jobbers’ stocks, f.o.b. 
Twin Cities: Eaves trough, 28 gage, 5-in., 
lap joint, single bead, $4.50 per 100 ft.; 
3-in, corrugated conductor pipe, $4.50 per 
100 ft.; 3-in. corrugated elbows, $1.55 per 
doz. 


Files.—Sales continue to be of satis- 
factory volume and are showing a slight 
improvement. Prices remain same as 
last quoted. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Nicholson files, 60-5 per cent; 
Arcade files, 70-2% per cent; Disston files, 
70-10 per cent. 

Galvanized Ware.—Demand continues 


to hold up very well and a good volume 
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least. No price changes have been 
made, and last year’s quotations con- 
tinue in effect. 

Sash Cord.— Sales have been uni- 
formly good, and recent price advances 
are well maintained. 

Cincinnati jobbers quote: Medium grade 
sash cord, 33c. per lb.; higher grades, 58c, 

Tin Plate.——Orders for tin plates are 
very good, particularly from the roof- 
ing trade. Prices are firm at recent 
quotations. 

We quote from Cincinnati jobbers’ 
stocks: 20 x 20, 8-lb. coating, $12 per box; 
20 x 20 30-lb. coating, $18.50 per box; 
20 x 20, 40-lb. coating, $22 per box. 

Wire Products.—An improvement in 
the demand for wire products is re- 
ported by local jobbers, and orders for 
future shipment are coming in much 
better than has been the case for some 
time. There have been no recent price 
changes. 

We quote from Cincinnati jobbers’ stocks: 
Black painted wire cloth, 12-mesh, $1.90 
per 100 sq. ft.; poultry netting, galvanized 
before weaving, 50 and 10 off; galvanized 
after weaving, 50 off; 2-pt. cattle wire, 
$3 per reel; 4-pt. $3.20 per reel; 2-pt. hog 
wire, $3.20 per reel; 4-pt. hog wire, $3.50 
per reel; polished staples, $3 per 100 lbs.; 
No. 9 annealed wire, $2.70 per 100 Ibs. 

Washing Machines.—Dealers report 
a fair demand for washing machines, 
and power machines have shown a good 
deal of activity. Wringers, too, have 
been good sellers. Prices show no 


change. 


of business is being done. Prices show 
no change as yet. 

We quote from jobbers’ stocks, f.0o.b. 
Twin Cities: Galvanized tubs, No. 1, $6.10 
per doz.; No. 2, $6.85; No. 3, $8; poavy 

alvanized, No. 1, $12; No, 2, $13 3, 

15; standard 10- -at. galvanized aati. Ns. 25 
per doz.; 12-qt., $2.35; 14-qt., $2.70; stand- 
ard 16-at. stock pails, $4.25; 18-qt., $4.80; 
heavy stock pails, 16-qt., $6; 18-qt., $7.35. 

Glass and Putty.—Sales are of very 
small volume in a strictly retail way, 
although considerable business is being 
done in supplying sash and door man- 
ufacturers and contractors. Prices re- 
main stationary. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Single strength glass, 84 per 
cent; double strength glass, 85 per cent 
from standard lists. Putty, $4.40 per cwt. 

Hose.—It is now practically at the 
end of the strictly retail season for hose 
and very little demand is noted. Prices 
remain unchanged. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Five ply, 3.4-in., 114c. per 
ft.; 3 ply, competition hose, 9\4c. per ft. 

Ice Cream Freezers.—This season’s 
demand in this territory has been rather 
light because of cool weather. Prices 
remain as last quoted. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Best grade, wooden tub, 4-qt., 
$4.13 each; 8-qt., $6.75 each. 

Lawn Mowers.—Very little demand 
is noted this late in the season, but the 
total volume for the year has been ex- 
ceptionally good. Prices are steady. 


We quote from local jobbers’ stocks, f.o.b 
Twin Cities: Best standard grades from 
to 30 per cent from list; medium grade, 
ball bearing, $8.35 to $9.50 each. 


Milk Cans.—Sales are of about aver- 
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age volume for this season, being most- 
ly for replacement purposes. Prices re- 
main firm. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Railroad milk cans, 5-gal., 
$2.25 each; 8-gal., $2.80 each; 10-gal., 
$2.95 each. 

Nails.—There continues to be a very 
heavy demand for wire nails of sizes 
used in construction work. Cement 
coated nails are just about of average 
volume. There have been no price 
changes. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Standard wire nails, $3.45 
base; cement coated nails, $2.80 base. 

Paper.—Building papers continue to 
receive a fairly steady demand. Prices 
remain as last quoted. 

We quote from jobbers’ stocks, 
Twin Cities: No. 2 tarred felt, 
ewt.; string felt, $1.42 per cwt. 
sheathing, $2.19 per cwt. 

Poultry Netting—Sales are practical- 
ly over for this season and most deal- 
ers have sold out their stocks so that 
they only have a minimum quantity on 
hand, Prices are firm as last quoted. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Hexagon poultry netting, 55 
per cent from standard lists. 

Ropes.—Demand for rope continues to 
be very satisfactory. Prices remain 
unchanged. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Pure manila rope, 19%c. per 
lb, base; pure sisal rope, 1614c. per Ib. base. 


Sandpaper.—This line is still receiv- 
ing a very steady demand and a good 
volume of business is being done. 


f.o.b. 
$2.57 per 
Red rosin 


Westchester Dealers Discuss 
Motor Truck Delivery 


Maintaining that free motor truck 
delivery service from jobber to retailer 
will eventually cause higher retail buy- 
ing prices, L. H. Bronson, of the Bron- 
son & Townsend Co., New Haven, Conn., 
speaking before the Westchester Coun- 
ty Hardware Dealers’ Association at the 
Rainbow Inn, Rye, N. Y., July 26, in- 
vited open discussion from the floor. 

Previous to the open discussion Mr. 
Bronson had told of the B. & T. service 
to retailers and of his company’s policy 
to sell exclusively to the retail trade. He 
explained the pertinent part the jobber 
must play in the economic distribution 
of hardware and called attention to 
numerous special services that jobbers 
generally are in the habit of giving to 
dealers. 

In opening the general discussion on 
free motor truck delivery service C. J. 
Cornell, Tuckahoe, N. Y., said that in 
the retail business one often had to sac- 
rifice profit temporarily to hold customer 
good will, but that it worked out to the 
dealer’s advantage in the long run. 

Matthias Ludlow, former president of 
the National Association, spoke for 
a combination embracing minimum 
prices consistent with maximum service 
to customers, as the only possible means 
for conducting a successful business 
permanently. 

Speaking of personal experiences with 
unreasonable customers, John M. Car- 
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Prices remain as for some time past. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Best grade, No. 1, at $7.20 per 
ream; second grade, No. 1, at $6.50 per 
ream; No. 1 garnet paper, $15 per ream. 

Sash Cord.—Demand continues to be 
very active and a good volume of busi- 
ness is being received. Prices remain 
as last quoted. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Best grades, 65c. per Ib.; ordi- 
nary grades, 36c. per lb. 


Sash Weights.—Sash weights are 
now moving quite freely under an 
active demand. Prices are unchanged. 

We quote from jobbers’ f.o.b. 
Twin Cities: $2.20 per cwt. 

Screws.—There continues to be a 
very good demand for wood screws. 
Discounts as listed below apply to the 
new price lists as was noted in last re- 
port. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Flat head bright screws, 80-5 
per cent; round head blued screws, 75 per 
cent; flat head japanned screws, 70 per 
cent; flat head brass screws, 75 per cent; 
round head brass screws, 70 per cent. 


Solder.—Sales are of about average 
volume for this season of the year. 
Prices show no change. 


We quote jobbers’ stocks, f.o.b. 
Twin Cities: and half solder, 24c. 
per Ib. 

Steel Sheets—The market for steel 
sheets, while better than earlier in the 
season, remains only of fair volume. 
Prices remain as last recorded. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: 28 gage galvanized sheets, 
$5.65 per cwt.; 28 gage black sheets, $4.65 
per cwt. 


stocks, 


from 
Half 





penter, Larchmont, N. Y., told of a 
phone call he recently received. It was 
a woman living one mile from the store 
who phoned. She was making jelly, and 
although it was ready for jars she 
found that she had none. She then 
asked him to send up a half dozen jars 
and some parafine. He complied with 
this request in order to keep her trade 
but he could hardly make a profit on 
that transaction. Mr. Carpenter then 
suggested that Harold E. Masback, sales 
manager, of the Masback Hardware Co., 
Inc., New York City, tell of the experi- 
ences of his firm which has been giving 
free motor truck delivery service for 
almost one year. 

Mr. Masback took the floor and said 
that although the use of motor trucks 
in delivery unquestionably added to the 
cost of doing business, his firm had so 
far charged the extra expense to its 
own overhead and had not added it to 
the selling price of the dealer. This 
was done because it was felt that the 
added service would increase business, 
which he said, it has done. Comment- 
ing further on this latter phase Mr. Mas- 
back said that his firm had found that 
the motor truck service had increased 
the jobber’s and the dealer’s turnover, 
and allowed them both to do a larger 
volume of business with less capital. 

President W. D. Ludlum then called 
on Matthias Ludlow, who suggested that 
prices generally could be brought to the 
much desired minimum by concerted 
effort on the part of the manufacturer, 
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Tacks.—Demand is 
prices are stationary. 
We quote 


only fair and 


from jobbers’ 
Twin Cities: American cut, 8 oz., 60c. per 
doz. packages; tinned carpet, 8 oz., 60c.; 
blue carpet, 8 0z., 65c.; double point, 11 oz., 
36c. 

Tin Plate—There is a fairly good 
demand for tin plate, especially roofing 
tin. Prices remain as last quoted. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Furnace coke, ICL 20 x 28, 
$13; roofing tin IC, 20 x 28, 8 Ib. coating, 
$12.75. 

Wheelbarrows.—There is a _ fairly 
steady demand for wheelbarrows and a 
good volume of business is being done. 
Prices are firm. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Wood stave, fully bolted, $36 
per doz.; No. 1 tubular steel, $6.35 each; 
No. 1 garden, $5.40 each. 


stocks, f.o.b. 


Wire Cloth.—In a strictly retail way 
there is not much business, but sales 
to sash and door manufacturers and 
such contractors as build their own 
screens is very good. Prices remain 
firm. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Black, 12 x 12 mesh, $2.10 per 
100 sq. ft.; galvanized, $2.40 per 100 sq. ft. 

Wire.—There is more activity being 
shown in wire than for some time past. 
Stocks are only fair and prices remain 
as last quoted. 


We quote from jobbers’ 


Twin Cities: Barbed wire, 
painted cattle, $2.95: galvanized cattle, 
$3.54; painted hog wire, $3.16; galvanized 
hog wire, $3.58; smooth black annealed No. 
9, $3.30 per cwt.: smooth galvanized an- 
nealed, No. 9, $3.80. 


stocks, f.o.b. 
80-rod spools, 


the jobber and the retailer. Mr. Lud- 
low said that each had his part in the 
scheme of distribution and that by 
working in unison they would accom- 
plish much. 


Hodes-Zink to Have Branch 
Factory 


The Hodes-Zink Co., Fremont, Ohio, 
makers of,automobile accessories, has 
leased a building at Tenth and Parade 
Streets, Erie, Pa., where it will estab- 
lish a branch factory. The company 
manufactures automobile tops and 
other accessories. A. E. Blenner will 
be manager of the Erfe plant. 


J. L. Austin Reorganizes 


The J. L. Austin Mfg. Co., Milwau- 
kee, Wis., has recently been incor- 
porated for $50,000. The company, 
which has also been reorganized, is go- 
ing into the hand and power head 
grinder line on a large scale. It will 
also manufacture hardware specialties. 
The officers are J. L. Austin, president; 
W. H. Bennett, vice-president, and C. 
A. Rueter, secretary and treasurer. 


Moore & Moore Catalog 


Moore & Moore, Inc., Reading, Pa., 
announce that the new catalog of its 
drills, taps, dies and reamers, both in 
carbon and high speed steel, is now 
ready for distribution. 
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Savings in Railroad Fares 


The Interchangeable Mileage Bill re- 
cently passed by Congress, will effect 
substantial savings in railroad travel 
for more than 600,000 people. Not only 
will traveling salesmen benefit by this 
measure, but so will buyers in their 
trips to market, theatrical organiza- 
tions, baseball clubs, Government offi- 
cials and others who travel to any ex- 
tent. 

“The bill directs the Interstate Com- 
merce Commission to require the 
issuance of an Interchangeable Mileage 
Book, good on all roads,” said A, M. 
Loeb, president of the National Coun- 
cil, commenting on the successful con- 
clusion of the Council’s fight for the 
bill. 

“Heretofore the Interstate Com- 
merce Commission indicated, when ap- 
peals were made for a moderation of 
rates, that it was not vested with the 
power, constitutionally, to authorize a 
general lowering of rates. Now the 
constitutional authority has been given, 
and it is expected and hoped that im- 
mediately following the signing of the 
bill by President Harding, the Inter- 
state Commerce Commission will act 
without delay. One of the outstanding 
features of the new book, when issued, 
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is that the traveler will not be required 
to carry a number of different books 
inasmuch as the one form of book will 
be universally used and accepted. 

“According to the amended bill 
passed by the House, and since ratified 
by the Senate, it is optional with the 
Interstate Commerce Commission to 
order the issuance of either mileage or 
scrip books; the latter, if adopted, will 
be sold containing a number of coupons 
that will either be exchangeable for 
transportation at the railroad ticket 
office or acceptable for transportation 
on all roads. 

“By this process, whether the owner 
travels over one of the leading trans- 
continental lines or upon a short line, 
where there are tunnels or mountain- 
ous grades, or other railroad problems, 
where the rate per mile today is more 
than 3.6 cents, the actual percentage of 
saving will be the same.” 


Sanborn and Strombach in San 
Francisco 


Announcement is made to the effect 
that George A. Sanborn and Julius 
Strombach, who recently formed a part- 
nership to act as manufacturers’ agents 
on the Pacific Coast, are now located at 
24 Stewart Street, San Francisco, Cal. 


August 3, 1922 


Manufacturers’ and Jobbers’ 
Convention Dates 


Announcement is made by the Na- 
tional Hardware Association of the 
United States and the American Hard- 
ware Manufacturers’ Association, that 
their joint annual convention will be 
held at Atlantic City, N. J., commenc- 
ing October 17 and continuing until the 
20th. The headquarters of both asso- 
ciations will be at the Marlborough- 
Blenheim Hotel. The opening session 
will be held on the evening of October 
17, and regular morning and afternoon 
sessions will follow until the closing 
date. The Automobile Accessories 
Branch will have its headquarters at 
the Ambassador where its usual ex- 
hibit will be held commencing Octo- 
ber 16. 

Judging from the interest which is 
being manifested in the forthcoming 
convention an unusually large attend- 
ance is expected, especially as a num- 
ber of important trade topics will be 
discussed. With the prospect of gen- 
eral improvement in the business con- 
ditions prevailing throughout the coun- 
try, the members will welcome this op- 
portunity to exchange views. 

Members are urged to make reserva- 
tions direct with the hotels. 





Coming Hardware Conventions 





AMERICAN HARDWARE MANUFACTUR- 
ERS ASSOCIATION CONVENTION, Atlantic 
City, N. J., Oct. 18, 19, 20, 1922. Head- 
quarters, Marlborough-Blenheim. F. D. 
Mitchell, secretary- treasurer, 1819 
Broadway, New York. 

NATIONAL HARDWARE ASSOCIATION OF 
THE UNITED STATES CONVENTION, At- 
lantic City, N. J., Oct. 17, 18, 19, 20, 
1922. Headquarters, Marlborough- 
Blenheim. T. James Fernley, secretary- 
treasurer, 505 Arch Street, Philadel- 
phia, Pa. 

AUTOMOBILE ACCESSORIES BRANCH OF 
THE NATIONAL HARDWARE ASSOCIATION 
OF THE UNITED STATES CONVENTION 
AND EXHIBITION, Atlantic City, N. J., 
Oct. 16, 17, 18, 19, 20, 1922. Head- 
quarters, Hotel Ambassador, T. James 
Fernley, secretary-treasurer, 505 Arch 
Street, Philadelphia, Pa. 

MOUNTAIN STATES HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION, Denver, Col., Jan. 9, 
10, 11, 1923. W. W. McAllister, secre- 
tary-treasurer, Boulder, Col. 

WESTERN RETAIL IMPLEMENT AND 
HARDWARE CONVENTION, Kansas City, 
Jan. 16, 17, 18, 19, 1928. H. J. Hodge, 
secretary, Abilene, Kan. 

TexAS HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Dallas, Jan. 
23, 24, 25, 19238. A. M. Cox, secretary, 
822 Dallas County Bank Building, Dal- 
las. 

KENTUCKY HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND 
EXHIBITION, Armory, Louisville, Jan. 


23, 24, 25, 26, 1928. J. M. Stone, sec- 
retary, Sturgis. 

WEST VIRGINIA HARDWARE ASSOCI- 
ATION CONVENTION AND EXHIBITION, 
Huntington, Jan. 30, 31, Feb. 1, 1923. 
James B. Carson, secretary, 1001 
Schwind Building, Dayton, Ohio. 

INDIANA RETAIL HARDWARE ASSOCI- 
ATION, INC., CONVENTION AND EXHIBI- 
TION, Indianapolis, Jan. 30, Feb. 1, 2, 
1923. G. F. Sheely, secretary, Argos, 
Ind. d 

VIRGINIA RETAIL HARDWARE ASSOCI- 
ATION CONVENTION, Norfolk, Feb., 1923. 
(Date to be announced later). Thomas 
B. Howell, secretary, Richmond. 

MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Feb. 6, 7, 8, 9, 1923. 
Karl S. Jodson, Exhibit Manager, 248 
Morris Avenue, Grand Rapids; A. J. 
Scott, secretary, Marine City. 

WISCONSIN RETAIL HARDWARE As- 
SOCIATION, Milwaukee Auditorium, Feb. 
7, 8, 9, 1923. P. J. Jacobs, secretary- 
treasurer, Stevens Point. 

CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Palace Hotel, San Francisco, Feb. 13, 
14, 15, 1923. Le Roy Smith, secretary, 
112 Market Street, San Francisco. 

PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Phila- 
delphia Commercial Museum, Feb. 12, 
13, 14, 15, 16, 1923. Sharon E. Jones, 
secretary, 1314 Fulton Building, Pitts. 
burgh. 


OHIO HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Cleveland, 
Feb. 13, 14, 15, 16, 1923. Exhibition in 
the new Municipal Hall. James B. 
Carson, secretary, 1001 Schwind Build- 
ing, Dayton. 

ILLINOIS RETAIL HARDWARE ASSOCE- 
ATION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, Feb. 18, 14, 
15, 1923. L. D. Nish, secretary-treas- 
urer, Elgin, II. 

IowA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Des Moines, Feb. 13, 14, 15, 16, 1923. 
A. R. Sale, secretary, Mason City. 

New York STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXPOsI- 
TION, Rochester, Feb. 20, 21, 22, 23, 
1923. Headquarters, Powers Hotel, 
Sessions and Exposition at Exposition 
Park. John B. Foley, secretary, City 
Bank Building, Syracuse, N. Y. 

NEw ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mechanics Building, Boston, 
Mass., Feb. 21, 22, 23, 1923. George 
A. Fiel, secretary, 10 High St., Boston. 

HARDWARE ASSOCIATION OF THE 
CAROLINAS (place to be announced 
later) May 9, 10, 11, 12, 1923. T. W. 
Dixon, secretary-treasurer, Charlotte, 
N. C. 

ARKANSAS RETAIL HARDWARE ASSO- 
CIATION CONVENTION, May, 1923. 
(Dates to be announced later). L. P. 
Biggs, secretary, 815-816 Southern 
Trust Building, Little Rock. 


Reading matter continued on page 80 
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“Here’s the door I want’’ 





All right—Here’s the hardware” 














MCKINNEY 
Hinges and Butts 
and Hardware 


Also door hangers and 
track, door bolts and 
latches, shelf brackets, win- 
dow and screen hardware, 
cabinet hardware, steel 
door mats and wrought 
specialties. 


HAT’S how quick a sale is made when you have a McKinney 

catalog to show your customer and McKinney Garage Sets on your 
shelves. It’s easy. 

The McKinney catalog tied to your counter has done all the selling 


work. Your customer has looked through it. Among its many illustra- 
tions of swinging doors, of sliding-folding or around-the-corner doors, 


_ he has found just the one that fits his need. 


The McKinney method of selling garage door hardware has done 
all your work of assembling the necessary hardware. When you pull 
down the box containing the McKinney Complete Garage Door Set 
from your shelf, your work is done. 


Not a piece is missing. Nothing has been forgotten. And better 
still, your customer has purchased good hardware— McKinney made. 


If you are not selling garage door hardware the McKianey way, you 
are not selling hardware the economical way. Write us for the 
McKinney Garage Door Hardware Booklet and tie it to the counter 
where your customer may see it. Let it help them find the right door 
for their needs. 


Here is a way to increase the sale of garage door hardware with less 
expenditure of time on ten sales by the McKinney way, than on one by 
the old method of looking through the whole store to fill an order. 


Get this booklet at once. 


MCKINNEY 


Complete Garage Door Sets 


McKINNEY MANUFACTURING COMPANY, PitrsspurGH 


Western Office, Wrigley Building, Chicago Export Representation 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 


Heavy-Duty Electric Cleaner 


The Hoover Suction Sweeper Co., 
North Canton, Ohio, has introduced the 
heavy-duty Hoover suction sweeper for 
clubs, hotels, offices and larger homes. 

This new machine, it is said, beats 
as it sweeps and cleans, and has the 
characteristic features of the other 
Hoover models. It also contains a 
number of refinements designed to fit 
it especially for heavy-duty work. Per- 
haps the most striking feature is that, 
according to the makers, it requires 
absolutely no lubrication anywhere, as 
the motor is equipped with ball bear- 
ings throughout, and is thoroughly pro- 
tected by a dust-proot enclosure. 

The motor used in Model 961 is made 
expressly for this purpose. This cleaner 
is operated on a 110 volt direct or alter- 
nating current without change. Due to 
its four pole compensated series wind- 
ing, it is said to run at a uniform speed 
on either. 

A new nozzle adjustment enables 
this big Hoover to be adapted. quickly 
and easily, to any thickness of floor 


Hoover Heavy-Duty Cleaner in Use 


covering, without turning it over. 
ball-bearing beating-sweeping brush, a 
wider cleaning mouth, and a_ non- 
marring fiber handle grip are other 
features of this model. 


Addition to Radio Line 


The Roller-Smith Co., 233 Broad- 
way, New York City, has brought to 
the market the Universal type radio 
receiver head set. The makers hold 
that this receiver gives excellent results 
with both crystal and vacuum tube sets. 


The two spools are wound with No. 
40 enameled copper wire. End plates 
with insulating washers hold the wire 
in place. Pole pieces are made of a 
good grade soft steel. Magnets are of 
high percentage tungsten steel, heavily 


Roller-Smith Universal Type Receiver and 
Head Set 


plated to guard against rusting. The 
magnets are magnetized to saturation 
and are well aged to insure against loss 
of magnetism in use. The light case is 
made of drawn aluminum highly 
polished. Diaphragm is made of a spe- 
cial grade of iron and covered by an 
enameling process. The makers claim 
that it will give uniform sensitiveness 
over a wide range of voice frequencies. 


Electric Glue Pot 


An electric glue pot with rheostat 
control which it is claimed allows an 
almost unlimited variation in tempera- 
ture, has been designed and is being 
put on the market by the Westinghouse 
Electric & Mfg. Co., East Pittsburgh, 
Pa. The temperature of this new de- 
sign of pot can be changed to meet 





New Westinghouse Glue Pot 


different conditions, such as room tem- 
perature, climatic changes, different 


BHT 
otters 


grades of glue, or different kinds of 
work, 

The possibility of an unstable tem- 
perature, is said to have been elimi- 
nated, a better grade of work is pos- 
sible, and the removal of a cause of 
time waste are among the advantages 
claimed by the Westinghouse Co. for 
this new design of pot. The addition 
of the rheostat does not deprive the 
user of any of the advantages of the 
electric glue pot. It still remains 
portable as the rheostat can be laid on 
a shelf or bench, the cord from the 
rheostat to the glue pot being long 
enough to permit ample movement for 
ordinary bench work. 

The construction of the pot is simple, 
and it is strongly built throughout. 
The casing and bottom plate are made 
of heavy sheet steel, and the glue ves- 
sel of heavy spun copper. 


Washes with Vacuum Cups 


George F. Merrell, Inc., Rochester, 
N. Y., manufactures the Wash-All Ma- 
chine, which washes clothes through 


The Wash-All Machine 


the medium of vacuum cups which 
force the soap and water through the 
clothes. It is supported on the edge 
of the sink by the assistance of a tele- 
scope leg. In the illustration (1) 
shows the telescope leg which rests on 
the floor and is adjustable to any 
height; (2) is the dial, entire opera- 
tion is done by turning a hand indica- 
tor; (3) the vacuum cups; (4) the re- 
volving perforated metal basket; (5) 
the large drain which empties into the 
sink or bath tub. 


Reading matter continued on page 82 
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Garage Door Hardware 


is sold by nearly two-thirds of America’s hardware dealers. 
This overwhelming preference again proves the truth of our 


CJ 
oft-repeated statement—“There is only one Slidetite.” C 


For long, untroubled service, no other garage door hardware C4 


can equal Slidetite. It is the only hardware that will give FOOD NU 


lasting satisfaction when more than six sliding-folding doors rr HH 


are required. 

“Slidetite” is the last word in gar- 
. Ps ne ee age door hardware. Its use is a 
if you are not already handling the genuine “Slidetite,’ guarantee of satisfaction and a 
it may be obtained from our nearest branch. Write builder of prestige for the man 


today for a copy of Catalog A-22. who sells or installs it. 


G 
‘ AURORA, ILLINOIS,U.S.A. 
Angeles 


Minneapolis Chicago New York Cleveland Los. 

Philadelphia Boston St. Louis Indianapolis SanFrancieco 
RICHARDS-WILCOX CANADIAN CO lL? 

Winnipeg LONDON, ONT. Montreal 




















pletely out of the way. They cannot possibly blow shut, 
thereby harming automobile or person. 





Doors hung on Slidetite fold up flat against the wall, com- (] i 








Slidetite equipped doors never stick or sag—a slight push is 
all that is required to open or close them. They fit the open- 
ing snugly and always remain weathertight. 











“Slidetite” is now being advertised 
in publications of national circula- 
tion. By thus spreading the fame 
for ; es of “Slidetite’ we are making it 


easier for you to sell. 
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An Efficient Dishwashing 
Machine 


The Milwaukee Dishwasher Co., Mil- 
waukee, Wis., announces the “Hydro- 
lectric,” a motor driven dishwasher. 
The claim is made that hot or cold run- 
ning water direct from the water main 


Milwaukee Hydro-Lectric Household Dish- 
washer 


is discharged over the dishes with uni- 
form force from the electric driven 
spraying device. After the water is 
sprayed on the dishes, it is automatical- 
ly trained off. The food which is 
washed off is caught in a basket on the 
outside of the machine. Soap is auto- 
matically fed in with the water. 

The outer shell is of copper, nickel- 
plated, and the spraying mechanism 
is made of bronze. It is made to oc- 
cupy a stationary position on the drain 
board of the sink. The motor is guar 
anteed and the trays for holding the 
dishes are rustproof. 


Adjusts to Suit the Tackle 


The Pilliod Lumber Co., Swanton, 
Ohio, has put on the market a tackle 
case which can be arranged instantly 
to fit the tackle and the ideas of assort- 
ment that the fishermen may demand. 
Nos. 160 to 266 are made of Lynn wood 
frames covered with copper plated 
zinc. All hardware and fittings are 


Pilliod Tackle Case 


brass plated. Tray compartment divi- 
sions are removable and interchange- 
able. The angles and metal fittings 
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are all attached with double clinching 
rivets. These numbers weigh between 
7 lb. and 11 Ib. 

Construction features of Nos. 360 to 
366 are practically the same as those 
mentioned above. The principle differ- 
ence is that the tray is shortened to 
provide for the reel compartment. The 
case is furnished with two trays. It has 
heavy brass plated trimmings. 


Saw Cuts in Four Directions 


No. 169, a new pistol grip hack saw 
frame has been placed on the market 
by the L. S. Starrett Co., Athol, Mass. 
It is constructed with a checked hard 
rubber handle designed to give more 
finger room and better feel. 

The pawl of the adjusting mechan- 
ism on the back is set down inside 
the frame as low as possible so that 
with the straight line back a very at- 
tractive stream-line effect is obtained. 
The back is constructed of steel tubing, 
eliminating all possibility of buckling. 
All steel parts are nickel plated. 

Constant spring tension on the bolts 
holding the blade and the positive ad- 
justment make changing the blades ex- 


Starrett Pistol “~- Adjustable Hack Saw 
rame 


ceedingly simple. The adjustment by 
means of the pawl permits the use of 
blades from 8 to 12 inches in length. 


Addition to Bressant Products 


The “000” size is a new addition to 
the Bressant line of hair clippers, man- 
ufactured by the Brown & Sharpe Mfg. 














No. “000” Bressant Hair Clippers 


Co., Providence, R. I These clippers 
are designed especially for cutting 
around the ears and neck, being 
equipped with special plates for close 
cutting. A spring adjusted by the 
small screw shown in the illustration 
affords uniform tension throughout the 
stroke. 


Improves Radio Audibility 


After five years of experimentation, 
Mr. Davis of the Davistone Co., 1918 
Republic Bldg., Chicago, designed the 
Davistone Clear Speaker on the prin- 
ciple that a radio horn gives better 
results when made of non-vibratory 
substance. He says that eliminated 
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vibrations tend to increase volume and 
does away with the set of secondary 
sound waves which hinder natural 
amplification. The Davistone people 
claim that the new appliance prevents 
vibration and insures clear reproduc. 
tion. 

This instrument is made in the Bell 


The Davistone Clear Speaker 


model and the cabinet model, the latter 
being shown in the illustration. Both 
front and rear panels are detachable. 
Cabinet is made to harmonize with the 
furniture. The horn is made of ma- 
terial known as Davistone. It contains 
no wood, metal or papier maché. It 
is a dead neutral substance. 


For Better Ford Lubrication 


The Toquet Oiling System, made by 
the Reliance Automotive Devices, Inc., 
243 West 55th Street, New York, N. Y., 
is designed for Ford automobiles. The 
system consists of a brass tubing run- 
ning from a special hollow magneto 
plug, replacing the old one, to the 
Breather pipe, which is provided with 
an extension. At high speed there is 
a steady stream of oil, the supply at 
lower speeds being automatically regu- 
lated by the requirements of the en- 





Toquet Oiling System 


gine. The system is easily installed, 
and may be removed for cleaning with- 
in a few minutes. 


Reading matter continued on page 84 
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Absolutely Reliable! 


Absolutely reliable! What profitable satisfac- 
tion it is for the merchant to know this about the 
goods he sells! 





The reliability, power and accuracy of Western Ammuni- 
tion is established. Its popularity has been increasing 
constantly, until the demand for Western products is a 
living force, on which dealers are realizing a good profit, 
and adding to their reputations for carrying merchandise 
appealing to the most careful and discriminating buyers. 


There is a Western 
Metallic _ Cartridge for 
every size, make or 


A New Note in Advertising 


type of rifle, pistol and There is a new note in Western advertising to the con- 

vt npta  ea ae sumer, He is told to go to you for everything he needs 
$s won ° : ° F aa . P 

the U.S. Government on his hunting or vacation trip. “Consult Your Dealer” 

1,000-yd. accuracy test _ cS ‘ “ x 

at Quantico, Va. is the message which is being brought to thousands of 


hunters and ammunition buyers. 


Take advantage of this opportunity. Do so by posting your- 
self on hunting, fishing and sporting conditions in your vicinity. 
Write for any information you may need to help you answer 
the questions of your customers. Address WESTERN CARTRIDGE 
Company, Department A 8, East Alton, III. 





AMMUNITION 
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In the Morning’s Mail 














G. M. Thompson Resigns 


G. M. Thompson has resigned as vice- 
president and general manager Wick- 
wire Spencer Steel Corp., Worcester, 
Mass., but remains as a member of the 
board. Mr. Thompson was president of 
the Clinton, Wright Wire Co. when it 
was absorbed by the Wickwire-Spencer 
Steel Corp., and has been identified with 
the wire industry for more than twen- 
ty-seven years. His health has been im- 
paired for some time and his resigna- 
tion is with a view of lightening his re- 


sponsibilities. 


Barrus Leaves Union Twist Drill 
Co. 


H. F. Barrus, for some years asso- 
ciated with the Union Twist Drill Co., 
Athol, Mass., has accepted a position as 
general manager Barrus & Cullen of 
London, England, and will leave Athol 
about Sept. 1. 


H. G. Hoss Manager of Ott 
Grinder Co. 


H. G. Hoss has been appointed gen- 
eral manager of the Ott Grinder Co., 
Indianapolis. He was with the Vonne- 
gut Machinery Co. for eleven years, and 
prior to that was connected with the 
International Machine Tool Co., both of 
Indianapolis. 


Silpath with Hub Wire Cloth 


William S. Silpath, who for twenty- 
five years represented the Buffalo Wire 
Works Co. in the Philadelphia district, 
has become general manager of the 
Hub Wire Cloth & Water Works Co., 
Boston. 


George A. Engelhardt Dies 


The death of George A. Engelhardt, 
one of the pioneer retail hardware mer- 
chants of Chicago, came as a shock to 
his host of friends. Mr. Engeljhardt 
underwent an operation several weeks 
ago and _ recovered sufficiently for 
the second operation to be performed. 
He died on July 18, shortly after this 
second operation, at the age of sixty- 
six. 

Mr. Engelhardt was born in Lansing, 
Mich., and when he came to Chicago, 
nearly a half century ago, he went to 
work as a clerk for Frank A, Stauber, 
who was conducting a hardware store 
just a few doors from the present es- 
tahlishment. In a few years he was 
taken in as a partner of the firm and 
ahout twenty-seven years ago purchased 
hia partner’s interest. About four years 
ago he took his son, Gustav G. Engel- 
hardt, into partnership. 


For the past year Mr. Engelhardt 
had not been in the best of health, but 
spent as much time as possible at his 
business. He was an example of a self- 
made man, and during his business ca- 
reer built up a fine business which is 
established in a four-story building at 
1060 Milwaukee Ave., Chicago. He 
leaves a widow and one son, Gustav G., 








George A. Engelhardt 








who is a partner in the business. Mr. 
Engelhardt was one of’ the officials of 
the first Illinois Retail Hardware Asso- 
ciation, and both he and his son have 
always been active in association work. 
He was always interested in public and 
lodge affairs, belonging to several or- 
ders of the Masonic lodge and Eastern 
Star. In passing he leaves his family 
a comfortable estate, and his son will 
continue to conduct the business as he 
has in the past few years. 


Clayton & Lambert Mfg. Co. 
Honor Bower 


Charles A. Bower, representative of 
Clayton & Lambert Mfg. Co., Detroit, 
Mich., was recently honored at an in- 
formal dinner given by the manage- 
ment to 125 members of the office and 
factory heads of the departments. He 
was presented with a gold watch by the 
company and a Shrine pin by his fel- 
low workers in the organization, in ap- 
preciation of his loyalty during his 
twenty years of service. 





Murphy Heads du Pont Division 


A. A. Murphy has been appointed 
resident sales manager of the Industria] 
and Railway Paint and Varnish Divi- 
sion of the du Pont Co., with headquar- 
ters in “New York City. He will be 
located at the new office the Paint and 
Varnish Division has opened at 30 
Church Street, where there are im- 
proved facilities for handling the de- 
mands of the trade. 

Mr. Murphy has been with the du 
Pont Co. for many years and is an ex- 
perienced paint and varnish man. He 
is thoroughly conversant with the paint 
needs in the industrial and railway 
field, and is well known in the New 
York district and the Atlantic Coast 
area. 


Charles I. Silberman Leaves 
Hardware Business 


Charles I. Silberman, who for the 
past twenty-five years has conducted 
a wholesale and retail hardware busi- 
ness at 69 Ludlow Street, or the vicin- 
ity, has sold his business to the Berkel 
Hardware Co. Mr. Silberman started 
in business as a young boy with a capi- 
tal of $35. The company he has just 
sold is an indication of the success he 
has made of his business venture. 

Mr. Silberman has joined The Morris 
Plan Co., New York. He will be in 
charge of the business department of 
the company’s branch at 268 Grand 
Street. Because of his wide acquaint- 
ance on the East Side, he will be well 
fitted to carry on the duties of his new 
office. 


S. W. Dimick Joins Colt Forces 


S. W. Dimick, manager of the Kan- 
sas City warehouse of the Winchester 
Repeating Arms Co., has resigned to 
become associated with the Colts Fire 
Arms Co., Hartford, Conn. Mr. Dim- 
ick left Kansas City on Aug. 1 to take 
up his new duties. He was with the 
Winchester Company for six years, 
having started as a salesman in the 
New England district. When the 
warehouse was opened at Kansas City 
in March, 1921, Mr. Dimick moved 
west to take charge of the Winchester 
business in the west and southwest. 


Rack with Johns-Manville 


E. C. Rack, former assistant manager 
of the Precision Instrument Co., New- 
ark, N. J., is now associated with the 
Johns-Manville Co., Inc. He will en- 
gage in research and engineering work 
in the general offices of the company at 
New York. 


Reading matter continued on page 86 
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The Overland Coaster 


The minute a boy sees an “Overland” with 
its shiny, varnished body and nifty disc wheels 
with rubber tires, he wants one. And when 
he gets it every other boy in the block wants 
one, too. 

Keep a rack of Overland Coasters promi- 
nently on display and you will find a steady 
sale for them the year around. 


Has Looks—Strength—Speed 


Clear, clean, hardwood boxes finished with 
two coats of implement varnish—artistically 
Striped, scrolled and stenciled. 

Built for long wear. All steel construction 
below the box and a brace from bottom of 





HARVARD, ILLINOIS 


$ 


Wagon 


With Disc Wheels and Rubber Tires 


Hunt, Helm, Ferris & Co. 


ALBANY, N. Y. 
Los Angeles—San Francisco— Portland, Oregon 


Equipment 





A Fast Seller—A Big Trade Builder 


bed to front axle—an exclusive Star feature. 


The full roller bearings make it easy for a 
three-year-old to pull. Bigger boys can get 
all the thrills of real speed because it runs 
so easily. 

Heavy pressed, 10-in. Steel Disc Wheels 
with double reinforcing plates riveted to body 
sheet. Automobile hub caps prevent expo- 
sure of working parts. %4-jn. rubber tire for 
10-in. wheels with 14x34 in. and 16x38 in. 
beds; %-in. rubber tires for 8-in. wheels with 
12x28 in. and 14x32 in. beds. 


Write Today for Circular and Prices. 








S LINE 
**Something to Sell 
the Year Around’’ 


Stalls, Stanchions 


Water Bowls 

Feed Trucks 

“Harvester” Hay Tools 
Door Hangers 

Garage Equipment 
Coaster Wagons 

Tank Heaters 

and Other Farm Specialties 
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Notes of the Retail Hardware Trade 











San Dieco, Caut.—The Muehleisen 
Co., 1050-1054 Second Street, whole- 
saler and retailer, will move into its 
new building about Aug. 15. 


San PeEprRo, CaL.—The San Pedro 
Hardware Co., 235 Sixth Street, has 
made alterations and additions to give 
it better facilities for carrying on an 
increased stock. 

MapIison, FLta.—The Brinson Hard- 
ware Co. has succeeded to the business 
of B. G. Waring. The new owner’s 
stock comprises bathroom fixtures, belt- 
ing and packing, bicycles, builders’ 
hardware, churns, crockery and glass- 
ware, cutlery, dairy supplies, electrical 
household specialties, farm implements, 
flashlights, fishing tackle, garage hard- 
ware, guns and ammunition, harness, 
heating stoves, heavy hardware, me- 
chanics’ tools, paints, oils, varnishes 
and glass, prepared roofing, pumps, 
shelf hardware, sporting goods and 
stoves and ranges. 

Fort WAYNE, INnD.—L. E. Danuser 
has commenced business at 2528 South 
Calhoun Street, dealing in the follow- 
ing: Automobile accessories, automobile 
tires, builders’ hardware, cutlery, elec- 
trical household specialties, flashlights, 
fishing tackle, garage hardware, gaso- 
line engines, guns and ammunition, 
kitchen housefurnishings, mechanics’ 
tools, paints, oils, varnishes and glass, 
prepared roofing, shelf hardware, sport- 
ing goods, toys and games, washing 
machines and wheel toys. 


ILLIopoLis, ILL.—Arthur Pritchett & 
Co., successors to the Pritchett-Delaney 
Co., request catalogs on barn equip- 
ment, bathroom fixtures, belting and 
packing, bicycles, builders’ hardware, 
building paper, churns, cream _ sepa- 
rators, cutlery, fishing tackle, furnaces, 
garage hardware, guns and ammu- 
nition, heating stoves, kitchen cabinets, 
linoleum and oil cloth, lubricating oils, 
paints, oils, varnishes and glass, phono- 
graphs, pumps, refrigerators, shelf 
hardware,’ silverware, stoves and 
ranges, tin shop and washing machines. 

CHRISTMAN, ILtL.—H. W. Auld & 
Son, owners of the stock of Storm, 
Newlin & Watson, request catalogs on 
the following items: Barn equipment, 
bathroom fixtures, belting and packing, 
builders’ hardware, building paper, 
churns, cream separators, crockery and 
glassware, cutlery, dairy supplies, 
dynamite, electrical household special- 
ties, electrical supplies and equipment, 
flashlights, fishing tackle, furnaces, 
guns and ammunition, heating stoves, 
heavy hardware, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes 
and glass, phonographs, plumbing. de- 
partment, poultry supplies, prepared 
roofing, pumps, refrigerators, sewing 
machines, shelf hardware, silverware, 
sporting goods, stoves and ranges, tin 
shop and washing machines. 


DAHLGREN, ILtu.—The Allen Hard- 
ware Co., successor to John C. Allen, 
will move to a new location, and re- 
quests catalogs on automobile accesso- 
ries, automobile tires, barn equipment, 
belting and packing, bicycles, builders’ 
hardware, building paper, churns, 


cream separators, cutlery, dairy sup- 
plies, electrical household specialties, 
flashlights, garage hardware, guns and 
ammunition, harness, heating stoves, 
heavy hardware, incubators, kitchen 
cabinets, kitchen housefurnishings, 
paints, oils, varnishes and glass, poul- 
try supplies, prepared roofing, pumps, 
refrigerators, sewing machines, shelf 
hardware, silverware, stoves and 
ranges and washing machines. 

VALLEY CENTER, KAN.—The Guthrie 
& Ingles Hardware Co. has purchased 
the stock of W. J. Weber, and requests 
catalogs on electrical goods. 


Harris, KAN.—The A. F. Schoenig 
Lumber Co. is the new owner of the 
stock of the J. H. Turrell Lumber Co. 

New ORLEANS, LA.—The Oliver H. 
Van Horn Co., Inc., 518-530 Camp 
Street, will erect a new four-story 
building on Camp Street, near Lafay- 
ette, and will occupy it about Oct. 1. 


BATTLE CREEK, MicH.—The stock of 
L. B. Brockett & Sons was destroyed 
by fire. Business has been discon- 
tinued for the present. 

Detroit, Mico.—H. A. Sharp has 
commenced business at 12135 Grand 
River Avenue, dealing in the following: 
Automobile accessories, barn equip- 
ment, bathroom fixtures, _ bicycles, 
builders’ hardware, building paper, 
crockery and glassware, cutlery, elec- 
trical household specialties, electrical 
supplies and equipment, flashlights, 
fishing tackle, furnaces, garage hard- 
ware, guns and ammunition, hammocks 
and tents, heating stoves, heavy hard- 
ware, home barbers’ supplies, insecti- 
cides, kitchen cabinets, kitchen house- 
furnishngs, linoleum and __ oilcloth, 
lubricating oils, mechanics’ tools, 
paints, oils, varnishes and_ glass, 
plumbing department, prepared roofing, 
pumps, refrigerators, shelf hardware, 
silverware, sporting’ goods, stoves and 
ranges, washing machines and wheel 
toys. Catalogs requested on a general 
line of hardware. 

DetrRoIT, MicH.—The J. L. Sturdevan 
Hardware has moved to a new location 
at 10128 Warren Avenue E. 

McComp, Miss.—The McComb Hard- 
ware Co. has opened a store here with 
R. E. Bacon as manager. 


RICHMOND, Mo.—Roark Bros. will 
move to their new quarters about Nov. 
1. The concern requests catalogs on 
bicycles, electrical household special- 
ties, heating stoves, kitchen cabinets, 
kitchen housefurnishings, linoleum, re- 
frigerators, sporting goods, stoves and 
ranges, toys and games and wheel toys. 

GuLascow, Mo.—The Jones Hardware 
Co. has succeeded to the business of 
Blocher & Huber. A complete stock of 
the following will be carried, on which 
catalogs are requested: Barn equip- 
ment, bathroom fixtures, belting and 
packing, builders’ hardware, building 
paper, churns, cream separators, cut- 
lery, dairy supplies, dynamite, elec- 
trical household specialties, electrical 
supplies and equipment, flashlights, 
fishing tackle, furnaces, garage hard- 
ware, gasoline engines, guns and 


heating stoves, home barbers’ supp 
incubators, insecticides, kitchen 
nets, kitchen housefurnishings, lubg 
cating oils, mechanics’ tools, pai 
oils, varnishes and glass, plumbing de 
partment, poultry supplies, prepare 
roofing, pumps, refrigerators, sh 
hardware, silverware, sporting goods 
stoves and ranges, tin shop, washin 
machines and wheel toys. i 

GREENWICH, N. Y.—The Greenw 
Hardware Co., purchaser of the Steve 
& Coy hardware stock, requests cata: 
logs on a general line of hardware 
plumbing supplies. 4 

WaHoo, NEB.—Torell & Sons, 
North Broadway Street, are adding 
line of hardware. Their stock cons 
of bathroom fixtures, builders’ ha 
ware, crockery and glassware, cutlery, 
dairy supplies, electrical household sp 
cialties, flashlights, fishing tackle, fur 
naces, garage hardware, guns af 
ammunition, harness, heating stov 
heavy hardware, home barbers’ sup 
plies, kitchen housefurnishings, m 
chanics’ tools, phonographs, plumbir 
department, poultry supplies, pumps 
refrigerators, shelf hardware, silve 
ware, sporting goods, stoves 
ranges, washing machines and whe 
toys. 

LAKE City, S. C.—The Cash Hards 
ware Co. has recently commenced busi 
ness here and requests catalogs on 
general line of hardware. 


ATHENS, TENN.—The Lackey-Keith-) 
Gettys Hardware Co. now carries 
stock of automobile accessories, auto 
mobile tires, barn equipment, bathroom 
fixtures, belting and packing, bicycles, 
builders’ hardware, building paper, 
churns, cream separators, crockery af 
glassware, cutlery, dairy supplies, 
dynamite, electrical household speci 
ties, electrical supplies and equipment, 
farm implements, flashlights, fishing 
tackde, furnaces, garage hardwa 
gasoline engines, guns and ammt- 
nition, hammocks and tents, harness, 
heating stoves, heavy hardware, homé 
barbers’ supplies, insecticides, kitchen” 
cabinets, kitchen housefurnishing 4 
linoleum and oilcloth, lubricating oi 
mechanics’ tools, paints, oils, varnishes” 
and glass, phonographs, plumbing de- 
partment, poultry supplies, prepared’ 
roofing, pumps, refrigerators, sewing 
machines, shelf hardware, silverware, 
sporting goods, stoves and ranges, tin 
shop and washing machines. 

CHESTER, VT.—The Davis Hardware” 
Co. has taken over the stock and busi-’ 
ness of A. W. Harvey. ; 

BELINGTON, W. Va.—The Thompsol 
Co. has started in business here, carry~ 
ing both a wholesale and retail stock 
of the following, on which catalogs are 
requested: Builders’ hardware, build- 
ing paper, crockery and glassware 
cutlery, dairy supplies, farm imple= 
ments, gasoline, gasoline engines, ham 
mocks and tents, heating stoves 
kitchen housefurnishings, lubricati 
oils, mechanics’ tools, paints, oils, var- 
nishes and glass, prepared roofingy 
pumps, shelf hardware, stoves, rang 
and tin shop. 








